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BIG MEETING BEING 
HELD IN LOUISVILLE 





American Life Convention Is 
Holding Its Twentieth Annual 
Gathering This Week 





GRAHAM IS IN CHAIR 





Excellent Program Is Provided by the 
Officers—Many Papers Were Read 
by Authorities 





By C, M. CARTWRIGHT 

LOUISVILLE, KY., Oct. 15.—This 
is the twentieth annual gathering of the 
American Life Convention. George 
Graham of the Central States Life is 
presiding. The Legal Section occupied 
the first two days of the week. It 
always brings out a number of legal 
luminaries. One of the features of the 
legal meeting was the round table dis- 
cussion Monday evening on the Ameri- 
can bill of rights. 

While the attorneys were listening to 
long papers, the golfers were out at the 
Audubon Club making golf history. The 
tournament lasted the first two days. 
This annual affair brings many golf 
enthusiasts to the convention city who 
get much recreation before the big stage 
18 Set. 

Greetings Are Extended 


The official greetings of the city were 
extended by Mayor Quinlan. Henry J. 
Powell, manager of the Equitable of 
New York at Louisville and former 
president of the National Association of 
Life Underwriters, extended the wel- 
come for the life men of the city. 

One of the welcome addresses was 
made by Col. Forrest Braden, chief of 
police at Louisville. Col. Braden was 
tormerly special agent of the Travelers 
in Indiana and was an agent of the Mu- 
wal Life. For a time he was special ex- 
aminer in the Indiana department. His 
brothers are of the firm of Frank L. 
Braden. & Co., public fire adjusters at 
Indianapolis. 

Wednesday evening there was a bane 
quet. The vaudeville entertainment was 
pve by the Louisville companies with 
ySmith Homans of the Commonwealth 
“lle as chairman. The executive session 
was held Thursday evening. The mem- 
‘ers ot the Legal Section were given a 
waner at the Louisville Country Club 
¥ the Commonwealth Life. 

_ + B. Arnold, president of the Mid- 
land Mutual Life of Columbus, O., will 
mall likelihood be the next president. 


President’s Annual Address 


anneesident George Graham opened his 
2 der naress to the Convention with 
cm iscussion as to the size and 
heen S ot the life insurance field, for 
bere ae of emphasizing to the mem- 
bility Sd nbortance of their responsi- 
‘Ee and extent of their opportunity. 

fy city,” declared President Gra- 


ha “4 

pon lade oe a legal reserve life 
~ »4hy is benefited in a v yay 
y= fel ery real way 


enterprise, although it has 





TO TEST KANSAS ISSUE|IDAHO LIFE IS SOLD 


CONTEST OF NOTICE MEASURE 


Mandamus Proceedings Will Be Started 
to See Whether Law Applies to 
Pre-existing Contracts 





Mandamus proceedings will be begun 
against Superintendent Baker of Kan- 
sas to test the Kansas notice law as to 
lapsed policyholders. One of the Kan- 
sas companies will bring the suit. Rob- 


ert Stone of Topeka will be the local | 


attorney. Attorney Dunham of the Life 
Presidents Association has prepared the 
arguments. It will be made direct to 
the Kansas Supreme Court. 


How the Suit Will Be Begun 
In 


Kansas, the reserve is deposited | 


with the Kansas insurance department. | 


The company will serve notice to lapsed 
policyholders under the new law. The 
reserve can be taken down when a 
policy has lapsed. A demand will be 
made for the reserve on lapsed policies. 
The superintendent will refuse because 
the notice was not served under the old 


law. The question at issue is whether 
the 1925 law applies to pre-existing | 
policies. The mandamus suit will then 


be started. 








been my observation that not always i: 
the full significance of such activity 
appreciated in the home city.” 

In stressing the accomplishments of 
the Convention, Mr. Graham declared 
that its usefulness totaled nothing more 
and nothing less than the 
totals of the individual efforts of the 
members in behalf of the common good. 
“This Convention could,” he said, “with 
the cooperation of other life insurance 
organizations, do most effective work in 
educating the legislatures of all states 
where an income tax is payable and the 
legislators at Washington particularly as 
to the righteousness of a plea that the 
individual be allowed to deduct life in- 
surance premiums to a reasonable ex- 
tent at least in figuring his income tax. 


Advantages and Disadvantages 


“In the matter of the federal income 
tax imposed on life insurance com- 
panies, we find that not all of our mem- 
bers are wholly satisfied with the pres- 
ent law, yet it will be generally ad- 
mitted that it has advantages over the 
confusion and uncertainty of the past. 
It has imperfections. It calls for the 
payment of a tax as great in amount 
in years when net profits may be non- 
existent as when they are quite sub- 
stantial, but I see no remedy so long 
as interest is the only factor considered 
in computing the tax, and mortality and 
expense ratios are ignored. Were other 
factors introductd into the computation 
of the tax, complications might arise 
and the great present advantage of sim- 
plicity might be lost. 


PURCHASED BY OCCIDENTAL 


No Change Will Be Made in Manage- 
ment or Agency Force According 
to Announcement 


BOISE, IDA., Oct. 14.—The board 
of directors of the Idaho State Life has 
entered into a contract with the Occi- 


dental Life at Los Angeles by which 
the Occidental purchases the entire 
stock of the Idaho company. R. 


Giles, general manager of the Occiden- 
tal, announces that no change in per- 
sonnel or management of the Idaho 
Life will be made. Examination of the 
Idaho company. will be requested to 
take place shortly. E. S, Chadwick re- 
mains in charge at Boise. No reason 
for selling was given beyond the ex- 
ceedingly attractive price. The entire 
agency force will be absorbed by the 
California company without contract or 
territorial changes. 
Will Make Strong Company 


The Occidental is already well estab- 
lished in territory where the reinsured 
business is written and the consolidation 
should result in better service and added 


| security to policyholders of both com- 


| the 


combined | 


panies. Combined business of the two 
sompanies will total over $100,000,000, 
making the Occidental one of the largest 
companies in the west. This merger 
recalls recent reinsurance deals whereby 
the Occidental acquired the business of 
Great Northern of North Dakota 
and State Life of Great Falls, Mont. 
General Manager E. H. Chadwick is 


| attending the meeting of the American 


| will probably be six 


| of 


Life convention at Louisville this week 
He says he will remain in the business 
in some capacity and undoubtedly will 
connect with some other company. It 
months or more 
before the two companies are merged. 


Chamber of Commerce of the United 
States and its insurance department. He 
ilso touched briefly upon the question 
whether or not the American’ Men 
nortality table should be substituted for 
the American Experience Table. 

President Graham closed his address 
by declaring that the future of the 
‘American Life Convention is bound up 
in the future of its individual members 
and that principles and not individuals 
wre the greatest concern of the Con- 
vention.” 

In a discussion Wednesday afternoon 
as to how much insurance a company 
should write, Charles W. Gold, treasurer 
xf the Jefferson Standard Life, declared 
that this question was decided by three 
factors: A determination of the amount 
a company caf accept on the life of an 
individual; a determination of the 
amount the individual should be allowed 


| to carry, and the determination of the 


Yet so long as | 
the expenses of conducting the business | 


and the average interest rates are both | 


relatively higher in the younger com- 
panies, equity as between the various 
groups of companies will not prevail.” 
President Graham also touched upon 
the great need for public understanding 
of life insurance possibly through a co- 
operative advertising campaign. He 
urged even closer cooperation with the 


aggregate that can be safely written, 
which includes the question of how large 
a company can finally become. 

Mr. Gold declared that the first de- 
termination was decided by the com- 
pany’s surplus and that reinsurance was 
the way out of too large an individual 
risk. The second is a question 
writing pure and simple, while 
factor—the aggregate amount 

(CONTINUED ON PAGE 


the third 
that can 
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of under- | 


LEGAL SECTION HELD 
ITS ANNUAL MEETING 





Many Interesting Papers Were 
Read by Eminent Life Insur- 
ance Attorneys 





McGIVNEY IN THE CHAIR 
W. S. Ayres of the Bankers Life of 
Iowa Was Chosen as Chairman 
for Ensuing Year 





NEW OFFICERS ELECTED 
Chairman—W,. 8S. Ayres, Bankers Life, 
Iowa, 
Secretary —A. D. 
Life. 


Christian, Atlantic 


By CC. M. CARTWRIGHT 
LOUISVILLE, KY., Oct. 13.—E, J. 


McGivney, general counsel of the Pan- 


American Life was in charge of the 
meeting of the Legal Section of the 
American Life Convention here this 


week. W. S. Ayres, general counsel _of 
the Bankers Life of lowa acted as secre- 
tary. 

Bow Heads for Founder 

At the first session of the Legal Sec- 
tion, the death of Maj. C. A. Atkinson, 
vice-president of the Federal Life, was 
announced. He was familiarly known 
as the father of the Legal Section and 
was highly esteemed. Judge H. W. 
Johnson of the Central Life of Chicago 
and Frank A. Helmar, general counsel 
of the Great Northern Life of Chicago, 
both members of the organization, also 
died during the year. 

William Ross King of Omaha, editor 
of the “Legal Bulletin,” gave a paper 
in which he reviewed the main decisions 
of the year. 

Kansas Forfeiture Law 


“The repealing of the Kansas non- 
forfeiture law requiring 60 days notice 
before a life policy can be cancelled. for 
non-payment of premium, and the en- 
ctment of the new law requiring. but 30 
days notice, has relieved the situation 
to some extent,” declared Leroy A. Lin- 
coln, general attorney of the Metropoli- 
tan Life, “but it leaves unsettled the 
question of whether this last law covers 
all policies in effect or only those issued 
since the date of enactment—Feb. 27, 
1925,” 

Mr. Lincoln cited a number df cases 
having a bearing on this important point, 
which make it appear that if the legis- 
lature has enacted a law which restricts 
the operation of thé contract as ‘the 
parties intended it to operate, then the 
law may be repealed ‘and the contract 
left. to operate according to its own 
terms. . 

Leroy A. Lineoln’s. Address 


He declared that there would be a test 
case to decide the constitutionality of 
the act. Attorney F. G. Dunham of the 
Life Presidents’ Association has pre- 
pared a brief on the subject. Robert 


| Stone of Topeka has been retained as 
| the local attorney. 


Mr. Lincoln’s paper 
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was discussed by F. W. McAllister of 
the Kansas City Life. Mr. Stone was 
not present, but wrote a paper which 
was read by V. Keesling of San 
Francisco. Mr. Stone explained the 
mandamus proceedings that would be 
brought against the Kansas insurance 
superintendent to test the 1925 notice 
law in its application to pre-existing 
policies. ‘ 

William Marshall Bullitt, Louisville 
attorney, was not present to read his 
paper on “Legibility of Photographic 
Copy of the Application.” It was read 
by F. G. Dunham of the Life Presi- 
dents Association. 


Double Indemnity Decisions 


James V. Oxtoby, general counsel of 
the Michigan Mutual Life, delivered an 
interesting paper giving recent decisions 
of cases where the double indemnity 
clause was under consideration. Through 
court decisions which he related, he de- 
fined the phrase, “accidental means,” and 
showed the bearing this point has on 
double indemnity contracts. 

Mr. Oxtoby pointed out that there are 
two lines of decision. One where in- 
jury or death as the unusual result of 
an act which may be intentional is acci- 
dental, while the other line of decision 
holds that if the injury or death was the 
unexpected result of an intentional act, 
it is not accidental means, but in order 
to be so called it must result from some 
mishap or slip which was in itself un- 
looked for. 


Limitations on Supervision 


In his address on “Limitations Upon 
Administrative Discretion,” C. Petrus 
Peterson, general counsel for the Bank- 
ers Life of Nebraska, discussed the rela- 
tion between administration of law and 
exercise by executive agencies of gov- 
ernment on the one hand, and the in- 
terpretation and the application of law 
as exercised by judicial agencies on the 
other. 

Mr. Peterson told how these constitu- 
tional struggles have been going on for 
several centuries in a contest for recog- 
nition of individual liberty and rights of 
private property through a necessary 
strengthening of the judicial depart- 


ments. 
Discussion of Addresses 


J. C. Jones of the American National 
of St. Louis and W. Calvin Wells of the 
Lamar Life discussed Mr. Oxtoby’s 
paper. George Graham, president of the 
American Life Convention, made a few 
remarks on the urgent call for the 
lawyers to combat crime. He thinks 
they can do much to simplify legal pro- 
cedure, which the laity, he said, thinks 
promotes rather than checks crime. C. B. 
Welliver of the American Central Life 
and Col. D. W. Simms of the Lafayette 
Life discussed Mr. Peterson’s paper. 


Appellate Review and Jury Trial 


Walter M. Allen, general counsel of 
the Franklin Life, read his paper Mon- 
day on “Finding the Facts—Appellate 
Review—Jury Trial.” The paper was 
discussed by A. D. Christian, general 
counsel of the Atlantic Life. H. W. 
Batson of the Commonwealth Life of 
Louisville, who is ill, wrote some com- 
ment which was read by his partner, 
J. W. Welch. 


Round Table Symposium 


There was a round table discussion 
Monday evening presided over by E. M. 
Grossman of the Central States Life. 
It centered about the American bill of 
rights as seen in the first 10 amendments 
to the federal constitution. 

Col. D. W. Simms, Lafayette Life, 
took the first amendment; J. V. Oxtoby, 
Michigan Mutual, the second; C. P. 
Peterson, Bankers Life of Lincoln, 
third; Judge W. H. Hinebaugh, Central 
Life of Chicago, the fourth; F. W. Mc- 
Allister, Kansas City Life, fifth; C. F. 
Coffin, State Life, sixth; N. H. Aldrich, 
American Life, the seventh; W. Calvin 
Wells, Lamor Life, the eighth; J. C. 
Jones, American National of St. Louis, 
ninth and tenth. 





USES FINANCING PLAN 


INSURANCE METHOD ADOPTED 


Is First Case of Adaptation to Sale of 
Stock of a Business 
Concern 


WICHITA, KAN., Oct. 14.— The 
plan of life insurance for the financing 
of semi-public or charitable institutions 
in their building programs has been ex- 
tended to financing business concerns 
by the Farmers Bankers Life of 
Wichita. This company has just made 
a contract for writing a policy for $1,- 
200,000 for the Boyle American Potato 
Company of Wichita. As soon as the 
sale of the stock is completed the com- 
pany will issue a group life policy to 
every stockholder for double the amount 
of his subscription to the stock of the 
potato company. 

The Boyle American Potato Company 
is one of the oldest handlers of potatoes 
in the west. It has been in operation 
for 30 years and is well known wher- 
ever there are commission houses. The 
company maintains large warehouses 
and sales offices throughout the coun- 
try. It deals in potatoes in car lots 
only. 

Adapted to Business 

Orville Boyle, president of the com- 
pany, was working on the life insurance 
plan for financing the Wesley hospital 
at Wichita. His own company was in 
need of $600,000 additional capital and 
he asked the Farmers & Bankers if it 
could work out a group insurance plan 
for the protection of these stockholders 
and the company. The company sub- 
mitted the plan and it has been accepted 
and stock is being sold under it. Each 
unit of stock is worth $250 and every 
subscriber who pays for a unit of the 
stock is to be given life insurance for 
$500. The company will pay the pre- 
mium on the policy and a proportionate 
share of the profits is also guaranteed 
to the stockholder. 


Is Attractive Plan 


When Ransom Stephens of Wichita 
was the general agent for the Farmers 
& Bankers he worked out the scheme of 
financing the York Rite Masonic Teth- 
ple whereby over 2,000 members sub- 
scribed to the temple project and each 
was given a life insurance certificate for 
double the amount of his subscription. 
In the event of a death of a subscriber 
either to the temple or to the potato 
company the insurance company will 
pay whatever may remain due of the 
stock sales price and pay the balance to 
the estate of the deceased. 

_ The plan has been worked successfully 
in financing numerous hospitals, lodge 





ISSUES NEW COVERAGE 


SALES PROMOTION INSURANCE 
In Event of Death of Installment Auto 
Buyers Insurance Carried Will 
Pay Off Mortgage 





Smith-Lawson-Coambs Company of 
Chicago is offering a policy by which in 
the event of the death of a purchaser 
of an automobile on the deferred pay- 
ment plan, the entire amount of the 
obligation which is unpaid and not in 
arrears at the time of his death will be 
paid to the holder of the chattel mort- 
gage by the insurance carrier. 

This insurance is not written in a 
life insurance company but in the Equi- 
table Casualty Underwriters, a Lloyds 
organization of which Smith-Lawson- 
Coambs are managers. 


To Help Sale of Cars 


Smith-Lawson-Coambs are making 
their appeal on this to automobile deal- 
ers and call it “sales promotion insur- 
ance.” They point out that between 80 
and 85 percent of the purchasers of au- 
tomobile make use of the deferred pay- 
ment plan. It is thought that many 
more people would buy cars if they did 
not fear the consequences of death be- 
fore the car was paid for. The litera- 
ture states: “Working men and men of 
means will be quick to see the large 
benefit which may come to their fami- 
lies at such a trifling cost. If the un- 
expected should occur before the car 
is fully paid for, the estate will be 
worth more than it would have been if 
the car had not been purchased, or if 
tax has been paid for it. While it 
sounds contradictory it is a fact that the 
more a man owes on his car at the 
time of his death, the greater will be 
the increase of the value of his estate 
on account of its insurance.” 


Keep Second Hand Cars Off Market 


This policy will bring additional 
sales in the event of death of the pur- 
chaser besides keeping another second- 
hand car off the market. The cost of 
this insurance to the buyer is one-half 
of 1 percent of the cost of the car with 
a $5 minimum premium. Fords and 
all other cars costing $1,000 or less take 
a $5 premium. The premium on a car 
costing $2,000 is $10 and on a $4,000 
car $20. 








and semi-public buildings is Kansas, Ar- 
kansas, Oklahoma and Texas. The 
financing of the Boyle organization is 
the first time that the plan has been 
used in financing a private business con- 
cern. 











E, J. MeGIVNEY, New Orleans 
Retiring Chairman Legal Section 


W. 8S. AYRES, Des Moines 
New Chairman Legal Section 
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INVOLVES LARGE SUMS a 


REVIEW OF DECISION ASKED 

New York Life Claims Taxing of De. 

ferred Dividends Discriminates Be- 
tween Policyholders 





WASHINGTON, D. C., Oct. 14~ 
The United States Supreme Court has 
been asked to review the suit of the 
New York Life vs. William H. Edwards 
as collector of internal revenue for the 
second district of New York, involving 
the recovery of $81,899 additional in- 
come taxes paid for 1913 because the 
treasury department refused not to in- 
clude as income $8,189,918, the amount 
credited to policyholders as dividends on 
policy payments. The lower courts de- 
cided in favor of the government. 

This is a test case, the company points 
out in its petition, involving, in its case 
alone, more than $3,000,000 and affecting 
many other life insurance corporations, 
In administering the tax law of 1913, it 
is contended, the treasury department, 
while not including as income such por- 
tions of actual premiums received from 
annual dividend policyholders as were 
credited to such policyholders within the 
taxing year, refused to accord the same 
treatment to such like portions of actual 
premiums received from individual de- 
ferred dividend policyholders. 

The annual dividend differs from the 
deferred dividend policy in that the latter 
provides for the repayment, with in- 
terest, of overpayments of premiums on 
a stipulated date, usually 20 years after 
the date of the policy. It is contended 
such overpayments are credited but not 
paid to the deferred dividend policy- 
holder during the taxing year. 


Decision Discriminatory 


It is contended that the Circuit Court 
of Appeals in its decision holding that 
the clause in question applies to annual 
dividend policies only and not equally 
to deferred dividend policies discrim- 
inates between taxpayers of the same 
class and between different groups of 
policyholders of the same taxpayer, 
since not all companies issue deferred 
dividend policies. 

In a memorandum filed by the attor- 
ney general the court is advised that 
the United States does not oppose the 
granting of the petition for review, con- 
ceding that the question raised is oi 
importance, but holds that there are 
other questions of importance involved 
in the case, concerning which the com- 
pany does not seek a review because 
they were decided in its favor, and re- 
serves the right to, and announces its 
intention, of asking for a review of 
these other questions. 


Appointed Field Service Managers 


The Mutual Benefit Life has ap- 
pointed Gordon E. Hanson and Frank 
E. Hughes field service managers 
the home office. Mr. Hanson starte 
with the Mutual Benefit in 1912 and 

orked in the Sioux Falls agency until 
1916 when he was appointed genera 
agent at Fargo, N. D. In_ 1923 he te 
signed to go to the Detroit agency * 
a supervisor, Mr. Hughes became com 
nected with the Baltimore gen¢t 
agency in 1913 and was later appointed 
district agent at Wilmington, Del. 
went to Denver in 1923 as assistant 1 
the general agent, going to the home 
office about a month ago. He is doing 
his first work as field service manag 
in Salt Lake City. 





Peoria Life Exceeds Quota 


With a light quota of $1,600,000 for 
the month of August, Peoria Life agents 
went ahead regardless, and produced 4 
volume of business which took no a 
count of the fact that a low figure ha 
been assigned to the month in making 
up the allotments. The total busines 


for August was $2,696,066, just a 
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INTER-SOUTHERN CASE 
COMES TO A TAME END 





Commissioners of Five States Con- 
sider Mystic Report and Issue 
Public Statement 


DUFFIN REMAINS AT HEAD 





Some Sharp Criticism Offered on Prac- 
tices—Company Will Comply With 
Official Recommendations 





LOUISVILLE, KY., Oct. 15.— 
Months of controversy and dissension 
in the Inter-Southern Life appear to 
have come to a tame end in a statement 
issued by commissioners of five states 
here last week, after study of the much 
delayed and mysterious Ernst & Ernst 
report on the financial condition of the 
company. While there is some bald 
criticism of the management on prac- 
tices which the statement plainly calls 
reprehensible, and the directors are 
called upon to correct conditions and 
advise the states concerned of * what 
they have done toward correction, the 
old management under President James 
R. Duffin remains in control. It is de- 
clared that there is nothing in the con- 
dition of the company to alarm the pol- 
icyholders. 


Signed by Five Commissioners 


The statement was signed by Com- 
missioners S. M. Saufley of Kentucky, 
J. C. Luning of Florida, A. S. Caldwell 
of Tennessee and Harry L. Conn of 
Ohio, and by J. F. Williams, represent- 
ing Clifford Ireland of Illinois. The 
joint statement is as follows: 

“The commissioners of insurance of 
Florida, Tennessee, Illinois and Ohio 
having come to Louisville at the invi- 
tation of the insurance commissioner of 
Kentucky to meet with him and to con- 
sider the report of audit of Ernst & 
Ernst, employed for this purpose at the 
instance of the insurance commissioner 
of Kentucky, of the business affairs, 
Management and condition of the Inter- 
Southern Life, and the reply thereto 
filed by the company, and having fully 
considered same together with oral 
evidence submitted, the witnesses be- 
lore us being some of the present offi- 
cers and some of the former officers of 
the company, also, representatives of 
the pooled stock interests, agents.of the 
company, counsel for the several par- 
tes, and others, make this announce- 
ment of our labors and findings to the 
end that erroneous impressions may not 
obtain or rumors arise which ultimately 
might damage the policyholders. 


Sacred Business Trust 


‘Life insurance is the most sacred of 
usinéss trusts. During their lifetime, 
a deal with banks, trust companies 
- similar institutions with reference 
legeacts which mature during the 
ew of the actors. Most men have 
= warning of the approach of 
in = rg to put their business affairs 
ce In the case of life insurance, 
durin tr, the contract does not mature 
4 w ithe life of the insured, and, in- 
later the insured is powerless in his 
—* to make any change in his 
— 4 _te purchases his life insur- 
nefies the hope and belief that the 
oon usually his wife and chil- 
> emg receive the proceeds without 
tens of th or discount. The insurance 
to tafe ¢ various states are calculated 
te re a such rights and if those 
be followed, the contracts will ma- 

m line with expectations. It is 

; on a are disregarded that mis- 


Bearing these matters in mind, what 


LAYS ITS CORNERSTONE 


CONNECTICUT MUTUAL AFFAIR 
Oldest General Agent of Company Offi- 
ciates at Ceremony—Holiday for 
All Employes 





HARTFORD, CONN,., Oct. 14.—The 
Connecticut Mutual Life at noon today 
laid the cornerstone of its new building 
being erected on Asylum Hill, which 
overlooks the heart of the city. Although 
the Connecticut Mutual has built two 
other home office buildings here during 
its 79 years of writing life insurance, 
today was the first time—as near as any 
records show—that the company ever 
laid a cornerstone. 


Veteran Field Man Officiates 


The ceremony today, however, was an 
impressive one with Capt. Robert H. 
Kellogg of Delaware, O., the oldest 
living employe of the company, stirring 
up the first bit of mortar, and, trowel 
in hand, officially laying the stone. 
Captain Kellogg, well known to field 
men all over the country, is still active 
at 81. He joined the company April 1, 
1881, when he was appointed general 
agent for Connecticut. He later became 
general agent for Ohio, then district 
superintendent of agencies and now has 
the title of supervisor of agencies in the 
middle Atlantic. states. Samuel T. 
Chase, general agent of the company in 
Chicago; Peter M. Frazer, general agent 
for the city of New York, as well as two 
of the company’s leading agents, M. A. 
Schwartz and Tannery, were 
among the invited guests. 


Star Producers on Hand 


Mr. Schwartz is a member of the 
Frazer agency in the eastern metropolis 
and has the distinction of being the lead- 
ing producer of paid premiums during 
the past club year. Mr. Tannery comes 
from Monroe, N. Y., is a member of the 
Albany agency and had the honor of 
writing insurance on more lives than 
any other Connecticut mutual agent dur- 
ing the club year ending August 15. 

A recess was called at the home office 
of the company for the ceremony today 
and all directors, officers and employes 
were on hand for the occasion. 








do we find in the case of Inter-South- 
ern Life? 

“The laws have been disregarded. Its 
condition, however, is not such as to 
alarm the policyholders, but it is such 
as to require immediate readjustment 
of its financial and management policy. 
The officers and former officers of the 
company who were before us gave un- 
contradicted testimony which disclosed 
reprehensible methods, methods per- 
haps not criminal, perhaps not fraudu- 
lent in their nature, but which were suf- 
ficient, nevertheless, to permit some of 
the funds to be diverted from the proper 
channels. 


Criticise the Directors 


“One chief officer of the Inter- 
Southern admitted that he holds a ju- 
nior mortgage on certain real estate on 
which the company holds a senior mort- 
gage, and payments by the mortgagor 
have been and are being applied to the 
junior mortgage rather than to the 
senior mortgage. The officer says this 
was done by verbal agreement between 
himself and the board of directors. In 
our opinion the board of directors was 
remiss in its duty if it permitted this 
procedure and the chief officer can find 
neither palliation nor excuse for this 
transaction. There is authority, both in 
the Bible and in the common law, that 
man cannot serve two masters. The 
application of that rule to this state of 
facts shows the reason for the rule. 


By-Laws Are Lax 


“The by-laws in force and effect un- 
til a recent date are vague and indefi- 


FORM TEXAS COMPANY 


UNION STANDARD TO START 


Dallas Organization Is Nearly Com- 
pleted with $300,000 Capital and Sur- 
Plus—Directors Well Known 


DALLAS, TEX., Oct. 14.—The Union 
Standard Life, an old line stock organ- 
ization with a capital and surplus of 
$300,000, has been organized here by 
William Bacon, formerly with the Bank- 
ers Life, and a score of prominent 
business men in Dallas and other Texas 
cities. Home offices of the new com- 
pany will be located in Dallas and the 
writing of life insurance will begin in a 
few days, it is announced. illiam 
Bacon is president of the company. 

It was announced at the formal or- 
ganization that the stockholders number 
about 300 and are located in some 100 
Texas cities and towns. 

Stick to Texas at First 

At present, according to announce- 
ments of the officials, the company will 
confine its operations to writing busi- 











WILLIAM BAOON. 
ness in Texas. A little later it will seek 
licenses in other states. No group life 
insurance will be written by the com- 
pany until its organization is sufficient 
to warrant the writing of allied life 
forms, it is said. Straight life and 
endowment forms will be the specialty 
of the company in the early days of its 
writing business. 

Officers announced no reinsurance 
treaties have been completed but that 
arrangements probably will be made 
locally to take care of excess liabilities. 

At the first meeting of the board of 
directors this week, in addition to elect- 
ing William Bacon president, Eugene 
De Bogory was elected vice-president 
and general counsel. The secretary of 
the company as well as the medical di- 
rector and the actuary will be named in 
a few days. 

Leading Men as Directors 


The board of directors of the new 
company is composed of the following 
men: Daniel Upthegrove, president Cot- 
ton Belt Railway; A. Slaughter, 
resident Liberty State Bank; W. C. 
roctor, vic®*president Magnolia Pe- 
troleum company; J. F. Bowman, vice- 
president Security Trust Company; 
Thomas Johnson, vice-president Collin 
County National Bank; Harry Olmstead, 
A. C. Adkins, W. B. Pyron, M. M. 
Whittenton, M. H. Doolittle and Wil- 
liam Bacon. With the exception of 
Daniel Upthegrove of Tyler, W. H. 
Pyron of Houston, J. F. Bowman of 
Austin and Thomas Johnson of Mc- 
Kinney, the members of the board reside 
in Dallas. 

It is understood M. H. Doolittle will 
be named medical director of the new 





TRIBUTE PAID TO 
PRESIDENT JONES 





Leaders in All Lines at Indian- 
apolis Join in Honoring New 
President 


FIRST ONE FROM INDIANA 


National Association’s Chief Stands 
High in His Home City and in 
Life Insurance 


—_—_—_=- 


The Indianapolis Association of Life 
Underwriters honored its member and 
past president, Frank L. Jones, with a 
jollification banquet last Friday evening 
because of his election at Kansas City 
as president of the National Association. 
About 250 friends, inside and outside the 
association, were present and President 
Fred M. Dickerman of the Indianapolis 
association presided as toastmaster. Mr. 
Jones had brought honor to Indiana, 
Mr. Dickerman said, and is the first na- 
tional association president to have been 
elected from Indiana. The speakers 
represented various interests including 
insurance, education, banking, business 
and literature, 

Many Speakers Pay Tribute 


Claris Adams, well known insurance 
attorney, was the first speaker, followed 
by L. B. Davis, president of the Indian- 
apolis Bar Association. 

Frank M, Chandler, manager of the 
Indianapolis branch of the Travelers, 
casualty department, spoke on behalf of 
the Indiana Insurance Federation, say- 
ing that Mr. Jones had always been an 
active and valuable worker in behalf of 
cooperative insurance effort in Indiana 
and that he at the present time holds 
office in the federation. Mr. Chandler 
said the federation is proud of the honor 


that has come to Mr. Jones. 

Elmer W. Stout, president of the 
Fletcher American National Bank; 
Brodehurst Elsey, president of the 


Board of Trade; Fred Hoke, a local 
leading manufacturer and head of the 
Indianapolis Community Fund, paid trib- 
ute to Mr. Jones for his community 
services. 

Was State Superintendent 


At one time Mr. Jones served as sup- 
erintendent of public instruction in In- 
diana and Dr. Robert J. Aley, who also 
once held that office and is now presi- 
dent of Butler College of Indianapolis, 
paid a high tribute to Mr. Jones and 
the honor in which he is still held in 
educational circles. 

T. W. Blackburn, secretary and coun- 
sel of the American Life Convention, 
and T. Louis Hansen, vice-president of 
the Guardian Life, both spoke on behalf 
of the home offices of life companies. 

Davis in Tribute 

Frank H. Davis, vice-president of the 
Equitable Life, and long time personal 
friend of Mr. Jones, brought the con- 
gratulations of the home office of the 
Equitable. They had been thrilled, he 
said, with the news that Frank Jones 
was elected to the presidency of the Na- 
tional Association. “We are all his 
friends,” he said. “The association 
showed good selection in making him 
president. I know of no man who has 
done more for life insurance.” He said 
he was personally representing President 
Day of the Equitable who had spoken in 
high compliment of Mr. Jones when 
news of his election reached the home 
office. In the election of Mr. Jones, Mr. 
Davis said, there is a warning for life 
insurance men everywhere that the time 
is at hand when men to represent life 
insurance successfully must be educated 
in the business. Life insurance is fur- 





company. 
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nishing an economic service for which 
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Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. 
fact that under 46% of tht policies becoming claims the insured 


carried no other insurance. 


A National Life Contract offers the opportunity for increased earnings 


through selling more insurance to more people. Top contracts available in choice territory. 


National Life Association, - 


It is further evidenced by the 


Des Moines, Iowa 
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New Home Office 
Construction 


Under 


corer 


Our Business in 1924 
Income $608,000 Gain 13+% 
Assets over $1,100,000 Gain 25+% 
Capital and Surplus over 

Gain 14+-% 


’ 0 
Savings in Mortality $73,000°or ... 66 % 
We have paid to our Policyholders or 
their beneficiaries since our organization 
started—$202,476.15. 
SALESMEN WANTED 
Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas, and Oklahoma 


NATIONAL RESERVE 
LIFE INS. CO. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 
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there is no substitute, he said. The re- 
| sponsibility of the agent will increase 
greatly in the next five years, he pre- 
| dicted. Frank Jones will manage the 
association successfully because he has 
successfully managed his own life. In 


closing Mr. Davis reached across the 
table to Mr. Jones and took his hand as 
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| he said, “I’m for him, you're for him 
and the life insurance world is for him.” 
After Bill Herschel, a local poet, re- 
| peated “Ain’t God Good to Indiana,” 
| Frank Jones was presented. He was 
| given an ovation. His address was an 
| inspiring one on the value of life and 
| the great function of life insurance. 
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HOW THE AFFILIATED 


AETNA GROUP 


HAS MADE GIGANTIC STRIDES 





By E. J. WOHLGEMUTH 


HARTFORD, CONN., Oct. 15.—Of 
all the big things going on in Hartford 
insurancewise, perhaps the Aetna Life 
organization is achieving the most. Both 
in the life department under Vice-Presi- 


department under C. H. Remington, the 
company is going ahead with giant 
strides. The life department is doing 
some new things in organization which 
are almost startling. For example, the 
Hart & Eubank agency in New York 
City has in less than two years become 
by far the largest life general agency 
in the world, passing the E. A. Woods, 
Darby A. Day and C. B. Knight agen- 
cies, which have been years in the 
building.. The Darby Day agency .of 
the Mutual Life at Chicago wrote $44,- 
000,000 last year, the Woods agency of 
the Equitable at Pittsburgh, $42,000,000, 
and the Knight agency of the Union 
Central in New York under $40,000,000. 
| Up to Sept. 15 this year Hart & Eubank 
wrote over $50,000,000, with $1,200,000 
| new premiums, and will make it $75,- 
000,000 new insurance for the year. 
Only 15 companies wrote as much last 
year as the Aetna Life will write in this 
one agency. 


Power of Organization 





carrying out this idea all along the line. 
Since Mr. Luther went to the home 
office from the Boston agency, half the 


been changed or new agencies created. 


with a moderate production have 
stepped out into the limelight. The offi- 
cials say the company has only just 
started in its life development. There 
seems to be no particular secret about 
the New York development. It is just 
plain organization in the hands of the 
right men. 
Hart a Born Organizer 

Hart & Campbell had been general 
agents for Arkansas. They were both 
able men, but Mr. Hart was a particu- 
larly strong man. Had he remained in 





Arkansas he would probably have be- | 


come governor of the state. He is a 
hand shaker, a finished orator and an 
organizer and trainer of men. He is 


long and lanky, of the Abraham Lincoln | 
His partner, Gerald E. Eubank, | 
| is just the opposite, short, “roly-poly” | 
He can tell a story, slap you | 


| type. 


and jolly. 
| on the back and make you feel good; 
just the man to handle the brokers. 
| These two make an invincible combina- 


dent K. A. Luther and in the casualty | 


It was organization that did the trick | 
and Mr. Luther and his associates are | 


general agencies of the company have | 


Old agencies that went along for years | 


| set of accident producers. So there is 
| conting to be a double line of accident 
| agencies throughout the country and a 
| larger production. 


Wonder of Fire Business 


The Automobile, the fire company of 
the Aetna Life combination, is the won- 
der of the fire business. Although or- 
ganized only a few years back, it has 
already passed in premium income that 
great old leader, and its next door 
neighbor, the Aetna Fire. It has done 
an immense agency business, but here 
is one of its biggest stunts: Vice-Presi- 
dent C. H. Remington, realizing the 
unusual world situation created by the 
retirement of the German reinsurance 
companies during the war, promptly 
stepped into the breach, went to Eng- 
land and closed extensive reinsurance 
contracts with the great companies 
writing all over the world. The com- 
pany nearly doubled its premium income 
by this one coup. The business has 
proved profitable and the company is 
going into the world reinsurance field 
still more extensively. 


Make a Great Combination 


Men in other companies have stated 
it as their opinion that “Bill” (W. L.) 
Mooney of the Aetna Life home office 
and “Billie” (W. G.) Wilson of Cleve- 
land, state agent of the Aetna Life 
casualty department in Ohio and Mich- 
| igan, make the greatest home office and 
field combination in the casualty busi- 
| ness. What one does not think of from 
the home office viewpoint, the other 
does from that of the field. Mr. 
Mooney is one of the greatest casualty 
agency managers in the business and 
Mr. Wilson one of the greatest general 
agents. 

Brainard the Guiding Hand 


. 
Back of all these men sits President 
Morgan B. Brainard, who looks to his 
| two chief lieutenants, Messrs. Reming: 
ton and Luther, for results and keeps 
the general lines of policy of the or 
| ganization straight. He is approach- 
| able, simple and direct. He does not 
even confine his interests to insurance, 
but is interested in many other enter- 
prises. He is a nephew of the former 
| president, Senator Bulkeley. He is the 
| real executive and creator of the modern 
| Aetna Life and is reorganizing the com- 
pany throughout with young and able 
men. v 
The “old guard” in the Aetna Lite 
| management is passing off the stage 
| Vice-President English seldom comes to 
j the office. Secretary Gilbert died tt 
| cently. The Aetna Life, under Presi- 





The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 


dent Brainard’s direction, _ has stil 
greater things in store for it. He 
| somewhat different from the heads 0 
| the other two major organizations © 
| Hartford, President L. F. Butler of “ 
| Travelers and President R. M. Bisse 


| tion and are cleaning up New York. 
| Out in Arkansas, when Hart came to | 
| New York he left his partner, Camp- 
| bell in charge. Up to Aug. 15 Arkansas 

had produced $11,500,000, two or three 








life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















beginners, a review book for experienced men, a book that every life insurance man should 
Jackson's “Easy Lessons in Life Insurance.” 


National Underwriter, 1362 Insurance Exchange, Chicago. 


$1.50, including Quiz Boek supplement. The 








times what the other leading companies 
are writing. Other agencies of the 
| Aetna Life are showing surprising gains. 


Company Seeks Organizers 


The company is out after organizers, | 


not necessarily personal producers, for 
its managers. 


branches. One helps the others. Its 
accident department, which most under- 
| writers agree belongs with the life 
| rather than with the casualty, is with 
| the Aetna Life a casualty branch. But 
the company has come to realize that 
| the accident is a tremendous help in 
| the life field, so it goes out and equips 
its life agencies with the accident, with- 


| out in any way disturbing the casualty | 


It has two or three sets | 
of agencies in its life, casualty and fire | 


of the Hartford Fire, who are distinctively 
|and wholly insurance men, exercising 
| direct supervision over their vast org# 4 
| izations and immersed in the insurane 
| problems of their respective companies 


Passes Last Year’s Record 


| The Connecticut General’s oe" 1 
|and group issue during the first ~~ 
| quarters of the year exceeded .* - 
| for the entire preceding year. tS 
| gain in insurance in force has li : 7 
| exceeded the net gain for the A c 
| last year. Up to Sept. 30 its ba As 
| for business he this year totale — 
| 000,000 and its total paid for — 

in force amounted to $700,000,000. 
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PRUDENTIAL HOLDS ITS 
BIRTHDAY CELEBRATION 





Marks Fiftieth Anniversary of the 
Founding of Company 
in 1875 





MANY NOTABLE VISITORS 





President Duffield Tells of Progress of 
the Institution—President of 
Princeton Pays Honor 





Honored by the presence of the Vice- 
President of the United States, the 
senior senator of New Jersey, promi- 
nent educators, jurists, clergymen and 
leaders in the world of finance, insur- 
ance and ‘commerce, the Prudential 
celebrated the fiftieth anniversary of 
its founding at Newark Tuesday, the 
exercises being in keeping with the 
occasion. 

As the specially invited guests entered 





the reception hall of the headquarters 
building they were received by Edward 
Duffield, president of the Prudential; 
Charles G. Dawes, vice-president of the 
United States, and Walter E. Edge, 
United States senator from New Jersey. 
Following a buffet luncheon the cere- 
monies were held in the Salaam temple 
where 3,000 people heard the speakers 
of the day. This audience was composed 
of the guests who had attended the re- 
ception at the home office and all of 
the members of the Essex county field 
force. 


“Old Guard” on Hand 


In addition a picturesque section of 
the audience was composed of members 
of the Prudential “Old Guard,” of men 
and women employes of the company 
for five years or longer, and among 
those who attended the anniversary 
meeting were many who had seen 30 
years or more of service. There was 
a program of music by the symphony 
orchestra of the Mosque theatre and 
after the opening prayer the audience 





sang “America.” 

Then Mr. Duffield delivered his open- | 
ing address, a recital of the history of | 
the company from the time John F. 
Dryden arrived in Newark almost dis- 
couraged because he could find no sup- | 
port for his proposed Prudential Insur- 
ance Company. Other speakers were 








Dr. John Grier Hibben, president of 
Princeton university; John Hardin, 
president of the Mutual Benefit Life; 
Robert H. McCarter, former attorney- 
general of New Jersey, and Edward C. 
Stokes, former governor of the state. 
At the conclusion of Governor Stokes’ 
address the audience joined in the sing- 
ing of the “Star-Spangled Banner” and 
the Prudential’s golden anniversary be- 
came history. 


President Duffield’s Address 


In his recital of the history of the 
Prudential thus far President Duffield 
mentioned among other incidents the 
first stockholders’ meeting in 1875, it 
having taken over the business of the 





Widows and Orphans Friendly Society 
at that time. The salary of the presi- 
dent was fixed at $150 a month and 
that of the secretary at $100 a month. | 
Following a trip to London by John F. | 
Dryden, who studied the methods em- | 
ployed by the Prudential of that city, it | 
was decided to extend the activities of 
the corporation in a limited way and a| 
branch office was established at Pater- 
son, N,. J. 

“From these modest beginning,” he 
said, “the growth of the Prudential 
soon grew until now it ranks as one of 
the foremost life insurance institutions | 
in the world. 

“In 1900, this company had, roughly, | 





$36,000,000 assets; today it has $1,197,- 
000,000. In 1900 we had in force 3,000,- 
000 industrial policies; today we have 
23,117,000. We had then an industrial 
debit of $346,000. Today we have an 
industrial debit of $3,470,000. Then we 
had 125,000 ordinary policies: today we 
have 2,648,000. Then we had ordinary 
policies in force insuring $137,000,000; 
today we have those insuring $4,272,000,- 
000. 

“We had then in our field force 9,000, 
today we have 17,000; we had in our 
home office then 1,000, now we have 
6,000; we then had an industrial pre- 
mium income of $12,000,000, today it is 
$130,000,000; then we had an ordinary 
premium income of $3,000,000, today it 
is $94,000,000. Our total income was 
then $17,000,000, today it is $276,000,000; 
we then made an increase in our debit 
of $31,000; today we have made an in- 
crease of $326,000. We then had mort- 
gage loans aggregating $11,000,000, to- 
day we have $591,000,000. I read these 
figures not for the purpose of glorifica- 
tion, but in order that you may see 
what this company has done by the 
adherence to certain definite principles 
and by the adoption of certain definite 
ideals.” 

President Duffield was followed 
Dr. John G. Hibben, president 

(CONTINUED ON NEXT PAGE) 
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COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE : 


CONSERVATIVE 


The Growth of Oak The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 

















M. A. NATION, Pres. 


Universal Life Insurance Company 


Dubuque, Iowa 


WE WANT GOOD MEN 
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GET WITH A 


LIVE COMPANY 


for its Agents and Policyholders like the great 
BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling mer a ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. ‘ 

4—Advances against commissions on high grade premium notes. 

5—A Line of Special Estate and Income Contract Unsurpassed. 

6—Rate Book illustrations that help you sell and sell big. : 

7—Preferred disability for professional men and executives that is 
written by no other Company. ; 

8—Regular Disability and Double Indemnity. : 

9—Preferred Risk Rating and Class A, B and C Ratings. — 

10—Covering the —_— — as - other Company | enw it. 

11—Monthly Saving plan for employees in groups of five or more. 

12—Other Scien such as = _— Agency offers you and backed by a 
live General Agency Staff. 

13-16 pat want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER 


BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 CHICAGO 
Phone Harrison 8054 
























































LOUISIANA STATE LIFE 


. INSURANCE COMPANY 
Home Office, Shreveport, La. 










TEXAS 


J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 








ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 
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We may have just what you are looking 
for. Why not get in touch with us? 























ADVERTISING BIG HELP 


TRIBUTE TO TRADE JOURNALS 





R. C. Braun of the Reliance Life 
Touches Upon Various Sales Aids 
for the Field Men 





PITTSBURGH, PA., Oct. 15.—R. C. 
Braun, advertising manager of the Re- 
liance Life, recently addressed the 
Pittsburgh Advertising Club on the use 
of the printed word in promoting sales. 
In mentioning some of the helps for life 
insurance agents, he said: 

“Men and women do not buy insur- 
ance in the same way they rush to the 
corner grocer to secure a newly adver- 
tised product or swarm about the bar- 
gain counter after a full page newspaper 
spread announces the sale. Insurance 
is a service which must be sold by per- 
sonal contact. It must be intelligently 
sold to fit specific human needs. These 
needs are as variable as there is varia- 
bility in the lives and circumstances of 
the insuring public. Through this 
circumstantial limitation, the forces 
which often apply in the arguments for 
advertising as a direct sales producer do 
not hold with insurance. Almost every 
dollar’s worth of life insurance now in 
force has been sold through personal 
canvass of the underwriter. The trans- 
action was carried on by personal inter- 


view. 
Literature Is Valuable 


“The first selling help by advertising 
I will mention is the medium of booklets 
and literature presented during the per- 
sonal interview. From a psychological 
point advertising media can put the mes- 
Sage across to the insurance prospect 
faster and in many cases with greater 
assurance of retention than is possible 
through the audible description of the 
underwriter, alone. Direct mail is the 
oldest of insurance advertising media 
generally used by insurance companies. 
Even today, more companies have 
stressed this feature in their advertising 
programs than any other. In copy treat- 
ment, the insurance literature should 
have basic living and human qualities. 
Some companies would do well to 
humanize their literature, get away from 
the third person, give it interest value, 
develop those three major selling ap- 
peals, profit, pride and usefulness, and 








CELEBRATION BY PRUDENTIAL 
(CONT'D FROM PRECEDING PAGE) 


Princeton University, who after paying 
high tribute to Mr. Duffield spoke of 
life insurance generally: 

“I think there are very few people 
in our country who have any distrust of 
insurance companies today,” he de- 
clared. “A generation ago or fifty years 
ago there were many who considered 
insurance as a kind of camouflage of 
gambling. This was prejudice founded 
upon ignorance. Gambling is a concen- 
trated gain to the advantage of one, and 
a concentrated loss to the disadvantage 
of another. In insurance there is a con- 
centrated gain on one hand, and a loss 
that is wisely distributed so that it is 
completely absorbed by the investments 
of the company. 

“Insurance is based upon a funda- 
mental principle that makes for abso- 
lute certainty throughout all business 
operations. From a business point of 
view the insurance companies are only 
concerned with the type, the mass, the 
aggregate of losses. According to our 
laws, those who fix our taxes cannot 
regard such an institution as this as a 
benevolent enterprise. Nevertheless, it 
is a benevolent enterprise for the rea- 
son that it gives assurance to the people 
that there is a great trust fund that 
they can absolutely depend upon. 

“The great asset of this company is 
not its funds, its properties, its lists of 
mortgages which it holds. The great 
asset of this institution is its depend- 
ableness. The fact that people can trust 
it, its management, and its integrity.” 








eliminate those confusing technicalities 
too intimately related to the business, 


Paves Way for Agent 


“Another selling help by advertising is 
the sales letter. This has already be- 
come a vitally important part of the sales 
promotional policy of several large com- 
panies. In its relation to the insurance 
business, the name sales letter is more or 
less of a misnomer, since it will not sell 
insurance in the strict sense of the word, 
It will, however, serve a valuable pur- 
pose in agency help. Through an or- 
ganized campaign of follow-up, it pro- 
vides a definite plan of work for the 
agent day by day. Whether response is 
made or not, every insurance sales letter 
should be followed up by personal can- 
vass. Through the past experience of 
several insurance companies which make 
extensive use of this medium, it was 
learned that, proportionally, there were 
as many prospective policy - holders 
among the persons not making inquiries 
and as much business secured from them 
as existed in the case of those who did 
respond. They serve to introduce the 
agent and reduce sales resigtance in his 
approach. This is of considerable ad- 
vantage to him in his confident presenta- 
tion of his plan. By creating that pres- 
tige which nearly all advertising pro- 
duces for the institution, he does not find 
it necessary first to sell his company 
before he begins the actual insurance 
selling talk. They give his prospect some 
time for preliminary consideration of his 
proposition. Advertising by sales letter 
is a great time saver for the underwriter 
and provides a genuine help in cold can- 
vass work, 


Newspapers Reach Many 


“In the future, more insurance com- 
panies will use the daily newspapers at 
localized points where their agency or- 
ganization and their insurance in force 
merits the appropriation. The news- 
paper is one of the best media for sales 
promotion when a large canvassing or- 
ganization is represented. The argu- 
ments which hold for the sales letter are 
identically applicable to the use of the 
newspapers. Newspaper advertising is a 
strong force of conservation of business 
in force. Newspaper advertising wil! 
promote inquiries, generally on the part 
of persons who mean business and who 
virtually represent the finest lead which 
an insurance underwriter can secure. 

“One of the greatest misconceptions of 
newspaper advertising however, is that it 
will create a deluge of inquiries, pro- 
mote a large volume of new business 
and also provide a panacea for all the 
ills and ailments of the business when 
production is off. The benefits of news- 
paper insurance advertising are cumula- 
tive and may reaped only over 2 
period of months or even years. Any in- 
surance executive who goes into a spor- 
adic newspaper advertising program 
with the belief that it will revolutionize 
his business in a fortnight is due for 
dismal disillusionment. 

Journals a Constructive Force 


“The trade papers are, today, periorm- 
ing a remarkably fine service in the be- 
half of insurance standardization 0 
practice and in vigilance. From a point 
of educational advantage, the trade 
papers are keeping the profession !- 
formed on better, quicker and more suc 
cessful methods of doing business. They 
represent a splendid, constructive force 
in the business and just as every imsur 
ance underwriter should read the news 
papers every day, so should he keep in 
touch with the internal transitions = 
developments of his business through 
the trade papers. The insurance = 
panies are themselves lending consi - 
able support to these, publications 
through their advertising. 


H. C. King’s New Post 





H. C. King has been appointed ee 
duction counsel of the American Kies 


tual Life of St. Charles, La. Mr. Sin 
has had a long experience in yor a 
He started as an agent an 


ance. E - 
become district, state and inter 
manager. Then he became pres 


and general manager of the Mid-Con- 
tinent Life of Oklahoma. 


October 16, 1925 
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KENDRICK NAMES MEN 


FOR COMMITTEE WORK 


Interest in Line-up After Sharp 
Election Contest of Insurance 
Commsisioners 


IMPARTIALITY IS SHOWN 





Balance Rests With Western Element 
but Choice Is Made for Strength 
and Ability 


President W. R. C. Kendrick of the 
National Convention of Insurance Com- 
missioners has announced his committee 
selections for the coming year. There 
has been much interest in his committee 
announcement, owing to the feeling 
manifested momentarily at the election 
in San Antonio. In selecting the men 
for the various committees Mr. Ken- 
drick, however, has endeavored to bal- 
ance the more important committees 


with the strongest men in the conven- 
tion, regardless of their affiliations at 
San Antonio, and at the same time give 
each section of the United States a fair 
representation. Observers will note that 
while control is retained in the west and 
middle west, yet the membership of each 
important committee is so balanced as 
not to lodge control in the so-called 
radical element. 


Made Impartial Selections 


Mr. Kendrick selected the strongest 
and most representative commissioners 
in the convention for the more impor- 
tant committees, regardless of location 
or party affiliation and his paramount 
interest was the welfare of the conven- 
tion and the best interests of the insur- 
ance business as a whole. It is evident 
that the contest that breezed up so 
sharply at San Antonio has had no per- 
manent effect and President Kendrick 
has received from all quarters assur- 
ance of best wishes and loyal support. 

The officers and committees for 1925 
are as follows: 


Officers—President, W. R. C. Kendrick, 
lowa; first vice-president, T. M. Henry, 
Mississippi; second vice-president, T. M. 

idwin, Jr., District of Columbia; secre- 
lary-treasurer, Joseph Button, Virginia. 

x * x 


Executive Committee—Thomas S. Mc- 
Murray, Jr., chairman, Indiana; Frank N. 
Julian, Alabama; Jesse G. Read, Okla- 
homa; Will Moore, Oregon; 8S. A. Olsness, 
North Dakota; A. S. Caldwell, Tennessee; 

arry L. Conn, Ohio, and the officers. 

x * * 


STANDING COMMITTEES 


Accident and Health— Will Moore, 
pairman, Oregon; John E. Sullivan, New 
Jompshire ; J. R. Dumont, Nebraska; 
Jackson Cochrane, Colorado; Wesley E. 
mk. Massachusetts; Loren Vaughn, 
wizona: J. Cc. Luning, Florida; John G. 
eQuarrie, Utah. 

*x* * * 


pAetuarial Bureau—Shelton W. Saufiey, 
anrman, Kentucky; Jesse G. Read, Ok- 
cut: "Ia Howard P. Dunham, Connecti- 
Hey ackson Cochrane, Colorado; G. 
elgerson, South Dakota. 

*x* *x * 


x Ageets of Insurance Companies—Frank 
Sullic lan, chairman, Alabama; John BE. 
ey New Hampshire; Geo. P. Porter, 
) ek Shelton W. Saufley, Kentucky; 
Norte cs Conn, Ohio; Stacey W. Wade, 
Geo Wweelina; H. A. Loucks, Wyoming; 
Luning ° Wells, Jr., Minnesota; J. C. 
kota Boor ida; S. A. Olsness, North Da- 
* Ben C. Hyde, Missouri. 
xk *k * 


Newaake—Henry D. Appleton, chairman, 
sylvaninn’ § Samuel W. McCulloch, Penn- 
Williaa y,.4; Robinson, Ohio; J. F. 
chusette”’ Illinois; A. E. Linnell, Massa- 
te Pai Chas. B. Coulbourn, Virginia; 
souri- emer, Michigan; R. E.'Daly, Mis- 
Quel,’ Wise Brockett, Iowa; H. G. Brun- 
W. i isconsin:; A. T. Lehman, Indiana; 
H Wa nporcoran, Connecticut; James 
Kansas UT", Tennessee; C. F. Hobbs, 


* * * 


chatieation of Ruling—Jesse G. Read, 
rein n, Oklahoma; John C. Bond, West 
a; S. A. Olsness, North Dakota; L. 





T. Hands, Michigan; W. A. Wright, 
Georgia; C. D. Benson, Maryland. 
x * * 

Credentials—Geo. P. Porter, chairman, 
Montana; James J. Bailey, Louisiana; W. 
D. Spencer, Maine; T. M. Henry, Missis- 
sippi. 

x * * 

Examinations — Joseph Button, chair- 
man, Virginia; W. R. Baker, Kansas; 
Jesse G. Read, Oklahoma; A. S. Caldwell, 
Tennessee; Shelton W. Saufliey, Ken- 
tucky; John E. Sullivan, New Hampshire; 
H. O. Fishback, Washington; Samuel W. 
McCulloch, Pennsylvania; John R. Du- 
mont, Nebraska; Detrick, Cali- 
fornia; H. L, Conn, Ohio. 

*x* * * 

Fidelity and Surety—Wesley E. Monk, 
chairman, Massachusetts; Samuel W. Mc- 
Culloch, Pennsylvania; A. S. Caldwell, 
Tennessee; Alex J. Johnson, Illinois; T. 8S. 
McMurray, Jr., Indiana; W. R. Baker, 
Kansas; D. €. Neifert, Idaho; John C. 
Luning, Florida; James A. Beha, New 
York. 

x xk * 

Fire Insurance—Ben C. Hyde, chair- 
man, Missouri; T. S. McMurray, Jr., In- 
diana; A. S. Caldwell, Tennessee; Frank 
N. Julian, Alabama; H. O. Fishback, 
Washington; Harry L. Conn, Ohio; W. S. 
Smith, Wisconsin; Will Moore, Oregon; 
Joseph Button, Virginia; Stacey W. Wade, 
North Carolina; Howard P. Dunham, 
Connecticut; John R. Dumont, Nebraska; 
Claude Duty, Arkansas; J. C. Luning, 
Florida. 

x * * 

Fraternal Insurance — T. M. Henry, 
chairman, Mississippi; J. C. Bond, West 
Virginia; W. R. Baker, Kansas; L. T. 
Hands, Michigan; Geo. W. Wells, Jr.; 
Minnesota; W. B. Wagner, New Mexico! 
P. H. Wilbour, Rhode Island; John J. 
McMahan, South Carolina; John G. Mc- 
Quarrie, Utah; Harry A. Loucks, Wyom- 
ing; R. L. Daniel, Texas; Stacey W. Wade, 
North Carolina. 

oe & & 

Laws and Legislation—W. R. Baker, 
chairman, Kansas; Harry L. Conn, Ohio; 
Wesley E. Monk, teneonchusctie: Jesse G. 
Read, Oklahoma; Will Moore, Oregon; 
Howard P. Dunham, Connecticut; Ben C. 
Hyde, Missouri; C. R. Detrick, California; 
W. 8S. Smith, Wisconsin; W. B. Wagner, 
New Mexico; Shelton W. Saufley, Ken- 
tucky; C. D. Benson, Maryland; John E. 
Sullivan, New Hampshire; R. L. Daniel, 
Texas; R. C. Clark, Vermont. 

ae eS 

Miscellaneous—John E. Sullivan, chair- 
man, New Hampshire; Geo. P. Porter, 
Montana; S. A. Olsness, North Dakota; 
Loren Vaughn, Arizona; W. B. Wagner, 
New Mexico; J. C. Bonds, West Virginia; 
W. A. Wright, Georgia; W. D. Spencer, 
Maine; G. H. Helgerson, South Dakota; 
R. L. Daniel, Texas. 

_ = 

Publicity and Conservation—D. C. 
Neifert, chairman, Idaho; Jackson Coch- 
rane, Colorado; John G. McQuarrie, Utah; 
Jas. J. Bailey, Louisiana; Edward Max- 
son, New Jersey; Claude Duty, Arkan- 
sas; Charles M. Hollis, Delaware; P. H. 
Wilbour, Rhode Island. 

* * x 

Unfinished Business—J. C. Luning, 
chairman, Florida; H. A. Loucks, Wyom- 
ing; Geo. P. Porter, Montana; John J. 
McMahan, South Carolina; James A. Beha, 
New York; Edward Maxson, New Jersey; 
Jackson Cochrane, Colorado; L. T. Hands, 
Michigan. 

* * * 

Rates of Insurance Companies—C. R. 
Detrick, chairman, California; T. S. Mc- 
Murray, Jr., Indiana; A. 8S. Caldwell, 
Tennessee; W. 8S. Smith, Wisconsin; 
Stacey W. Wade, North Carolina; Frank 
N. Julian, Alabama; James A. Beha, New 

ork; Geo. W. Wells, Jr., Minnesota; 
W. R. Baker, Kansas; Ben C. Hyde, Mis- 
souri; John G. McQuarrie, Utah. 


*x* * * 

Rates on Mortality and Interest — W. 
Stanley Smith, chairman, Wisconsin; Ed- 
ward Maxson, New Jersey; Robert E. 
Clark, Vermont: Jno. C. Bond, West Vir- 
gzinia; C. D. Benson, Maryland: L. F 
Hands, Michigan; Howard P. Dunham, 
Connecticut; Alex J. Johnson, Illinois; 
Frank N. Julian, Alabama. 


* * * 

Reserves Other Than Life—Howard P. 
Dunham, chairman, Connecticut; Stacey 
W. Wade, North Carolina; W. R. Baker, 
Kansas; Geo. W. Wells, Jr., Minnesota; 
Jno. B. Sullivan, New Hampshire; R. L. 
Daniel, Texas; Ben C. Hyde, Missouri; 
Cc. R. Detrick, California; Claude Duty, 
Arkansas. 


x * * 

Secial Insurance—R. C. Clark, chair- 
man, Vermont; Jackson Cochrane, Colo- 
rado; Jno. J. McMahan, South Carolina; 
Will Moore, Oregon; S. A. Olsness, North 
Dakota; D. C. Neifert, Idaho. 


* * * 

Taxation—J. R. Dumont. chairman, Ne- 
braska; Shelton M. Saufley, Kentucky; 
Ben C. Hyde, Missouri; W. . Wagner, 
New Mexico; H. A. Loucks, Wyoming; 
Jno. C. Bond. West Virginia: L. T. Hands, 
Michigan; Wesley E. onk, Massachu- 
setts; Jesse G. Read, Oklahoma. 

a 


Workmen’s Compensation—H. L. Conn, 
chairman, Ohio; Wesley E. Monk, Massa- 
chusetts; H. O. Fishback, Washington; 
Frank N. Julian, Alabama; Samuel W. 
McCulloch, Pennsylvania; C. R. Detrick, 
California; Shelton W. Saufliey, Ken- 
tucky; Edward Maxson, New Jersey; 
James A. Beha, New York; Claude Duty, 
Arkansas; Loren Vaughn, Arizona; John 











We Believe in 
Conventions! 


Periodically, sectional agency meetings are 
held with two or more Home Office Officials 
in attendance. The Pan-American is a strong 
believer in these gatherings for we feel they 
bring the men in the Field into closer har- 
mony with the Company and its policies, give 
them the opportunity of becoming better 
acquainted with each other and act as a clear- 
ing house for their problems and ideas. 


And on November 19th, 20th and 21st we will 
hold a Home-Coming in New Orleans with 
every Pan-American who has paid for 
$100,000 or more new business in the past 
twelve months in attendance. 


Pan-American service includes— 
Educational Course 
Individual Sales Planning 
Unexcelled Life Policies 
Substandard Insurance for Under-average 


Group Insurance 
Child’s Educational Endowment 
All Forms of Accident and Health Insurance 


We have a few general agency openings for men 
who are not at present attached. 


Address 
E. G. SIMMONS 


Vice-President and General Manager 


PAN-AMERICAN LIFE 
INSURANCE CO. 


NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 


This is the ninth of a series on our service to agents. If you 
did not see the others and are interested, write to us and we will be 
glad to send you copies. 
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A Record of Service 


The year 1925 marks the seventy-fourth i of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 














Springfield Life Insurance Company 


A MuTUAL LEGAL RESERVE Lire INSURANCE COMPANY 


HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal. renewals—thus insuring a permanent income 
(3) Actual—not promised—home office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 














» 











C. Hubert Anderson, Supt. Agencies A. L. Hereford, President 


——— 


Springfield, Ill. Springfield, IIL. 




















CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation” 


DES MOINES - -=- += «= -« IOWA 

















POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of 
twenty-two years of careful research and experience. 
THE OTIS HANN COMPANY 
St. Chicago, 


10 So. La Salle Illinois 
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R. Dumont, Nebraska; R. lL. Daniel, 
Texas; T. S. Sniperray, Jr., Indiana. 
*x * 


Valuation of Securities— James A. 
Beha, chairman, New York; Ben C. Hyde, 
Missouri; H. P. Dunham, Connecticut; 
Wesley E. Monk, Massachusetts; Samuel 
W. McCulloch, Pennsylvania; R. C. Clark, 
Vermont; W. S. Smith, Wisconsin; G. H. 
Helgerson, South Dakota; Geo. P. Porter, 


Montana; H. O. Fishback, Washington; 
Alex J. Johnson, Illinois. 
x * x 

Unauthorized Insurance —A. S. Cald- 

well, chairman, Tennessee; Harry L. 


Conn, Ohio; Jackson Cochrane, Colorado; 
John J. McMahan, South Carolina; T. M. 
Henry, Mississippi; T. M. 
District of Columbia; W. A. Wright, 
Georgia; Jno. R. Dumont, Nebraska; Will 
Moore, Oregon; J. C. Luning, Florida. 


FEMALE BUSINE SS STICKS 
Prudential’s Figures Show That 74 
Percent Is on Books After 
10 Years 





In a recent study made by actuaries 
of the Prudential of 1,000 ordinary poli- 
cies issued in 1914 on the lives of 
women, it was found that 74.3 percent 
of the original issue was still in force 
at the end of ten years. As the occu- 
pations of housewife, houseworker and 
student were excluded from this group, 
and from the fact that 81 percent of 
the women purchasing policies of $1,000 
or more were single when the policies 
were issued, it was inferred that the 
group was composed largely of business 
and professional women. 

Women show a decided preference 
for the endowment policy. This is be- 
cause their avowed purpose is the accu- 
mulation of a little nest egg against the 
day, 20 or 30 years hence, when their 
earning power may diminish. They 
keep this object firmly in mind and let 
nothing interfere with the payment of 
their premiums. At the same time the 
endowment gives them the protection 
every self-respecting person desires. 

In the particular group studied, it 
was found that 41 percent of the women 
who were single when the policies were 
issued married within the ten-year pe- 
riod. 


Connecticut General Contests 


A number of the Connecticut Gen- 
eral’s agencies are engaging in inter- 
agency contests in October. Boston, 
Chicago, Cleveland and Pittsburgh are 
pitted against one another in a four- 
cornered contest; Buffalo, Columbus 
and Springfield, Mass., in a three-cor- 
nered contest; Montpelier, Newark and 
Rochester, three-cornered; Utica, Cin- 
cinnati and Syracuse, three-cornered; 
Olean, N. Y., Huntington, W. Va., and 
Fort Wayne, Ind., three-cornered, and 
Bloomington, IIll., Sioux Falls, S. D., 
and Grays Lake, IIL, three-cornered. 
The other contests are twosomes: Al- 
bany against Wilkes-Barre; Concord, 

H., against Providence; Baltimore 
against Richmond, and _ Indianapolis 
against Toledo. The winner in each 
contest will be the organization writing 
the largest percentage of the allotment 
given it by the home office for the 
month. 


Gets Conservation Work 


B. E. Hopton has been appointed 
manager of the conservation depart- 
ment of the Detroit Life. He started 
with the company in the policy loan de- 
partment. 








HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Policy Holders 
Operates under the Famous “ 


Service to Agents 


Live Up-to-Date Policies Ordinary Life 


H. B. HILL, President 





MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 
A Company of Service 


tion Act” which requires the reserve on every policy issued to be deposited 
and he in Trust by the Insurance Department of the State 
Limited Payment and Endowmente 


A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE Vice-Pree.and Actuary DR. J.R.NEAL, See. 


Service to the Public 
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TO ISSUE NEW STOCK 


CAPITAL HAS BEEN REDUCED 








Stockholders of Western National Life 
of Cheyenne Approved Decrease 
From $225,000 to $100,006 





The stockholders of the Western Na- 
tional Life of Cheyenne, Wyo., have 
voted to reduce the capital from $225,- 
000 to $100,000, represented by 1,000 
shares of a par value of $100. The de- 
partment of the secretary of state has 
approved this reduction, and the com- 
pany is taking steps to issue new cer- 
tificates for stock in exchange for that 
now outstanding. The Western Hold- 
ing Company has control of the stock 
cf the Western National Life, holding 
1,448% shares of the 2,250 shares now 
outstanding on the $225,000 basis. 


Change in Ownership 


J. T. Kendall, W. H. Watlington and 
D. G. Monaghan originally owned the 
controlling stock of the Holding Com- 
pany. L. Beatty, owner of the 
Union Trust Company of Cheyenne, 
later purchased Mr. Monaghan’s inter- 
ests and it is reported that recently Mr. 
Kendall purchased the interest of Mr. 
Watlington and Mr. Beatty and that 
Mr. Watlington is no longer connected 
in any way with the Holding Company 
or the life insurance company. A re- 
cent examination by the Wyoming de- 
partment shows a total premium in- 
come of $261,802, and a total income 
of $457,209. Total disbursements were 
$331,798; total admitted assets $1,035,- 
650; total liabilities $904,654; capital 
$100,000; surplus $20,996. 


National L. & A. Record 


The National Life & Accident re- 
ports a record business for the first 
nine months of the year in ordinary 
business. A gain of 50 percent in paid- 
for business is noted, with $22,000,000 
examined business for the period re- 
ported of which $17,000,000 has been 
paid for. A goal of $30,000,000 has been 
set by the company for the year, and 
only $8,000,000 of this amount remains 
to be written. 


Central Life’s Record 


The Central Life of Des Moines an- 
nounces that for the first six months of 
1925 business totaling $22,326,802 has 
been written. For the same period last 
year $15,352,269 were written. That 
makes a gain of $6,994,533 for the first 
six months over a year ago, or 45 per- 
cent. The total business for the year 
to Oct. 1 was $31,830,948, Wisconsin 
leading with $7,176,840 and Iowa a close 
second with $5,757,540. October 1s 
“President Miller month” and an effort 
is well under way to break all records. 


Degrees for Life Underwriters 


Fifteen prominent life insurance men 
of Ottawa, Ont., received Underwriter 
degrees at a recent meeting held in Oe 
tawa. The recipients have all passe 
the examinations laid down by the ~ 
Underwriters Association of Cana “ 
The degree authorizes them to use t : 
title “Chartered Life Underwriters © 
Canada.” ; 

J. G. Taylor of Toronto, chairses 
of the educational committee of the ~ 
Underwriters of Canada, conferred = 
degrees and was the chief speaker 
the meeting. 





Indiana Department Figures 


In the fiscal year ended Sept. . = 
Indiana Department collected in —— 
and fees from insurance ee 
$1,657,837, a gain of $132,635 over 
turns of the previous year. Exp the 
tures of the department during 
fiscal year totaled $67,671. 
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MUST HAVE NEW MAN 


T. W. BLACKBURN TO RETIRE 
Secretary and Counsel of American 
Life Convention to Quit Post 





Within Year 
LOUISVILLE, KY., Oct. 14— 
President George Graham of the 


American Life Convention announced 
today that Secretary and Counsel 
Thomas W. Blackburn desired to re- 
tire from office during the coming year. 
He wants to take a long vacation and 
then devote his time to literary work. 
He hopes to cover the life insurance 
events of the past 20 years. He has 
been in his position since the organiza- 
tion was established 20 years ago. 


Became Outstanding Figure 


Mr. Blackburn became an outstand- 
ing figure in insurance. He has visited 
every home office of member companies 
except two, which he promises to cover 
this year. Mr. Blackburn’s ability, 
alertness, vision and faithfulness have 
been recognized time and again. He is 
held in the highest regard. 

The new executive committee will 
have the duty of electing a successor 
to Mr. Blackburn. Some leading men 
in public life and some conspicuous in 
special service have been mentioned as 
possibilities. 

Will Change Headquarters 


The headquarters of the Ameerican 
Life convention will be changed from 
Omaha to either St. Louis or Chicago. 
The executive committee has made a 
report recommending that this be done 
in order to give more central location 
and better mail anl railroad facilities. 
Choice of the new location will be left 
to members of the executive committee. 
The office will be reorganized as soon 
as a new secretary is appointed. 


Heavy Burden on Public 
Because of Large Number 
of Office Holders Today 


By GEORGE BROWN 








| When Lincoln became president 
| there were, all told, fewer than one 
| public official for every 800 adult 
| citizens. Today, there is one gov- 
| ernment employe for every IT per- 
| Sons over 16 years of age. The sal- 
| aries alone of these public employes 
| ts $3,800,000,000 every year. 














DETROIT, MICH., Oct. 15.—This 
excerpt from Bulletin No. 17, a reprint 
‘rom the Lincoln Day address in St. 
Louis by former United States Senator 
Albert j. Beveridge, of the series being 
circulated by the Michigan Association 
of Insurance Agents, has stirred up a 
Widespread discussion. To many it 
seemed that either Beveridge had erred 
im his figures, or I had misquoted him. 


Inquiries Show Interest 


wilt a dozen inquiries came to my 
> ma ~~ when six or seven people put 
oe ves to the trouble of writing it 
aa mew that many more are talking 
ion pinking. One letter on some sub- 
ion Popular interest to a newspaper is 
tee YS regarded as a sign of perturba- 
a ~ the popular mind. That’s why I 
on loved to air the Beveridge state- 
in The NATIONAL UNDERWRITER. 


Reply to the Letter 


wy tt one letter as a basis for a gen- 
at Grant It came from_ an agent 
Caples t apids. I have mailed carbon 
a to the others. As this reply cov- 
— adequately the question of 

Cratic government expense in this 


Qtry in view of the socialistic 


° an 
count 
partys’ ¢4 by La Follette and his “third 


fay, 
favor of government owner- 





ship of every enterprise of a public in- 
terest character, including insurance, I 
can’t do better than use the letter itself, 
so here it is: 


Declares Beveridge Was Right 


I don’t know where Beveridge got his 
information that there is one govern- 
ment employe for every 11 persons in 
the United States over 16 years of age, 
but he, doubtless, knew what he was 
talking about, Your correspondent ap- 
parently figures the population as being 
only 55,000,000, as 11 times 5,000,000 
makes that total. The population, ac- 
cording to the last census, was 105,- 
710,620. 

It is fair to assume Beveridge included 
mail carriers, army, navy, prohibition 
sleuths, every man and woman over 16 
on the payroll. 

I notice he stated the salaries aggre- 
gate $3,600,000,000 annually. If your 
client is correct as to there being only 
900,000 government employes, the aver- 
age annual salary would be $4,500, yet 
Uncle Sam is notorious for stinginess in 
his wage scale. 


Vast Sum Is Expended 


The “Public Service Magazine,” April, 
1924, stated the public payroll of the gov- 
ernment costs every man, woman and 
child in the country an average of $34 
a year or $91 a year for every American 
over 10, which is nearly $8 a month. The 
writer adds: “There are 2,709,000 public 
Servants employed by national, state and 
municipal governments, requiring a pay- 





roll of $3,500,000,000. The government 
also supports 670,000 pensioners and 
other inactive persons adding $320,000,000 
to the payroll.” 

As these figures have been published 
by the National Industrial Conference 
Board they are probably correct, so we 
have a verification of Senator Bever- 
idge’s total and $200,000,000 more paid to 
3,379,000 persons, or one in every eleven 
of the population over 16, which is one 
out of every 31 persons in the country, 
men, women and children. 

The Detroit “Free Press” stated Sept. 6 
that the personnel of the prohibition and 
dry coast guard alone, just payroll, will 
cost $20,000,000 next year. The “Satur- 
day Evening Post,” of the same date, 
gives the same figures as the “Public 
Service Magazine” does, 2,700,000 em- 
ployes drawing $3,500,000,000 a year, not 
millions, remember, but billions. 

The “Nation's Business,” in February 
last, stated there are, roughly, 25,000,000 
families in the U. S. and 3,500,000 persons 
on government payrolls. 

Talking of tax burden, it is quite in- 
teresting in this connection that of all 
the fixed charges for maintenance, ex- 
pense or repair and replacement, labor, 
interest on the contract under which I 
am buying it and so forth, involved in 
my own ownership of an 8 suite fur- 
nished apartment house, the item of taxes 
exceeds but other one item, and yet 
tenants usually regard landlords as rob- 
bers and wonder why the law permits 
such “extortionate” rentals. They never 
think of all the government employes 








they are helping to pay when they pay 
their rent. 





Metropolitan Canadian Appointment 


A. G. Bradley has been appointed 
manager of the publicity division of the 
Canadian head office of the Metropoli- 
tan Life. Mr. Bradley was superintend- 
ent of agencies of the Union Life of 
Canada when the Metropolitan rein- 
sured that company. He was first ex- 
ecutive clerk in the division of the 
northern territory and was then ap- 
pointed field supervisor. He was also 
manager for the Metropolitan in Ham- 
ilton and London, Ont. 


To Address Accountants 


Thomas F. Tarbell, actuary of the 
Aetna Life group, is to speak at the 
meeting of the Insurance Accountants 
Association in New York Oct. 20 on 
“Changes Made in the Annual State- 
ment Blank.” 


Observe Golden Anniversary 


About 300 Prudential agents and repre- 
sentatives gathered at the Grand hotel in 
Cincinnati Tuesday noon to observe the 
golden anniversary of the Prudential. 
Agents from Cincinnati, Newport, Cov- 
ington, Louisville, Dayton and Columbus 
offices were present. 








nothing. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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WANTED—AT ONCE 
General Agents 


FOR 
KANSAS — ARKANSAS — ILLINOIS 
MISSOURI — TEXAS 


The National Savings Life is a strong, progressive company 
offering its agents— 


Direct Home Office Contract 

Liberal Ist Year Commission and Renewal Service 
Sub-Standard Service © 

Home Office Cooperation 

Full Line of Liberal Policy Contracts 


Address in Confidence Louis H. Boli Jr. Vice President and 
Agency Director 


Wichita, Kansas 
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Attractive Agency Openings in Thirty-Five States 


To Agents who are Master Masons we offer: 


Liberal First Year Commissions— 
Continuous Renewals — Real Home 
Office Cooperation. 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons only—at Net Cost 


Insurance in Force over $190,000,000— 
Assets over $15,000,000. 


ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 


HOMER BUILDING WASHINGTON, D.C. 














Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 


policyholders. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA Home Office: Des Moines 





Founded: 1867 




















PLAN FOR CIRCULATING 
LIBRARIES IS OPPOSED 


Former President of National 
Association Does Not Favor 
the Idea 


OTHERS CONCUR IN VIEWS 


Philadelphia Company Officials Also 
Believe Field Overflooded With 
Poor Literature 


PHILADELPHIA, PA., Oct. 15.— 
John W. Clegg, former president of the 
National Association of Life Insurance 
Underwriters, is opposed to the idea of 
circulating libraries for life insurance 
men. President Clegg thinks that if an 
agent in the field does not take enough 
interest in his business to keep posted 
on what’s what in insurance literature, 
then he isn’t worth having in the busi- 
ness of selling life insurance. 

“There is altogether too much litera- 
ture sent out now to the man in the 
field,” said Mr. Clegg. “He can’t begin 
to digest what he has in stock. In fact, 
he is being fed up on pamphlets, leaf- 
lets, bulletins and what not until I 
should think the man would go out of 
his head. 

Should Be Well Read 


“Of course every business man, every 
salesman in all lines of business enter- 
prise, should read a certain amount of 
literature pertaining to his special line. 
The essential point is to get the right 
books. Every life underwriter ought to 
try to read a portion, at least, of the 
mass of literature that his own company 
takes the trouble to send to him. But 
most of us are not gifted like the late 
Theodore Roosevelt, who could take up 
a book, go through it superficially and 
pick out the wheat from the chaff. We 
would all need to read but very little 
of business literature if we could search 
-_ analyze and assimilate like a Roose- 
velt. 

Urges Better Literature 

“Let me say right here that there is 
altogether too poor a line of life insurance 
literature sent out from the headquarters 
offices of the various big companies to- 
day. Much of the bulletin stuff is weak 
and trashy and shallow. It does the 
agent no good to read it. Let's cut 
down on this sort of practice and lay 
more stress on some of the classics. I 
point, for instance, to Edward Woods’ 
new book, ‘Life Insurance as a Career, 
I urge every life underwriter, every 
member of our great national organiza- 
tion, to read that masterpiece by one of 
our leaders in the business. Such books 
as that are indeed worth while in every 
sense of the word. 

“Let me illustrate my. point another 
way. I refer to the great bulk of 
printed matter that goes out of the life 
insurance offices, that descends upon the 
agent like an avalanche every week or 
month. Now there might be a treatise, 
we'll say, on describing the engineering 
intricacies of a locomotive. There 
might be 1,000 words on this subject— 
and get nowhere. But if I took that 
agent down to a locomotive and in a 
practical way explained the parts to 
him, how quickly he would understand 
it. 
“So let’s cut short on the long-winded 
word attacks upon the field men if pos- 
sible and teach them the points of life 
underwriting in more concrete, more 
practical forms.” 

Stewart Anderson, director of field 
service for the Penn Mutual Life, is 
very much opposed to circulating libra- 
ries for life insurance men. “Such cir- 
culating books do no good at all!” said 
Mr. Anderson emphatically. “We tried 
that out when I was with the Massa- 





chusetts Mutual 20 years ago and it 
never worked right. Frequently the 
agents paid no attention to the head- 
quarters office advice regarding the 
mapped-out reading. Then again many 
of the books were lost or badly dam- 
aged. To tell the truth the company 
got little thanks for its pains and ever 
since then I have been opposed to so- 
called insurance circulating libraries in 
the field. 

“If a life underwriter is deeply inter- 
ested in his business he will post him- 
self on his reading matter. If he has 
ambition, he will keep tab on the latest 
insurance works and try to read at least 
some of them. And if he has no incen- 
tive to do this, why no good insurance 
company wants him around.” 

Albert Short, second vice-president 
and secretary of the Girard Life, also 
frowns on the circulating insurance 
books. He reiterates what Mr. Clegg 
says regarding the matter, namely, that 
there is altogether too much literature 
out now telling or trying to tell the life 
insurance man what he ought to do. 
“We send out very little business litera- 
ture,” said Mr. Short. “And what we 
do distribute is very carefully culled be- 
fore leaving our headquarters office. 
There are too many ‘authorities’ at- 
tempting to tell the insurance agent 
‘how to sell life insurance.’ 

“If such literature were cut in half 
it would be the best thing for the life 
insurance business today.” 


Views of F. H. Sykes 


Vice-President Sykes of the Fidelity 
Mutual Life said his company never had 
adopted the circulating library for the 
man in the field because it was not con- 
sidered very effective. He realized that 
in other sections of the country the 
scheme had worked out fairly well with- 
out doubt but that in the eastern section 
of the country, or at all events in Phila- 
delphia, he had not heard of its being 
adopted to any extent, if indeed at all. 
The Fidelity Mutual has its own method 
of circularizing its agents through bul- 
letins and the monthly letter. 

Agency Secretary Ashbrook - said 
that the Provident Mutual had at differ- 
ent periods found fair success with the 
insurance circulating library scheme, 
but only among the various agencies ot 
the company and never by sending 
books out from the headquarters offices. 
“Our agencies from time to time report 
success with the circulating library 
idea,” Mr. Ashbrook declared. “But 
this, of course, is only from a local 
standpoint in the different cities and 
towns of the country where we have 
agencies. We mark the books and point 
out what we want read and the agents 
seem to profit by the plan. But as a 
company we never have had the circu- 
lating library idea in force and I doubt 
if it would be practical on the larger 
scale.” 


Promote New Indiana Company 


Several Indianapolis men are inter- 
ested in the organization of the pro- 
posed Indiana Life, which is seeking 
some northern Indiana city for its home 
office location. Among them are Perry 
B. Ward, president; Dr. John J. Briggs, 
E. E. Sluss, Dr. Frank M. Fitch and 
George C. Brooks. Mr. Brooks has 
been auditor of the American Life o! 
Detroit, and has announced that he 
has tendered his resignation to become 
secretary and auditor of the proposed 
company. 


Life Notes 


The United States branch of the | 
Life of Montreal has been license 
write business in Illinois. 

J. F._Judin, 58, local agent for the 
Aetna Life at Waukesha, is. we 
killed last week when he fell : 
from the roof of his home. 
rated as one of the best proc 
Waukesha county. eile 

The Michigan department last — 
gave approval to the Majestic Mutus! 
of Detroit, a new burial benefit L 
operative assessment company. 
Kampfert is president and 
Jenks, secretary-treasurer. ite 
under the company’s license are ite 
to $500. Mr. Jenks was formerly Wi) 
the Home Health & Accident of 5 
Bend. 
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DEATH RATE IS LOWER 





WAGE EARNER STATISTICS 





Metropolitan Life Bulletin Shows Fewer 
Disease Fatalities Per 1,000 in In- 
dustrial Classes 





The death rate for August, according 
to the statistical bulletin just issued by 
the Metropolitan Life, was identical with 
that for the same month last year (7.5 
per 1,000) which is the lowest figure 
ever recorded for August among the in- 
dustrial populations of the United States 
and Canada. The usual seasonal decline 
was in evidence. Analysis shows that 
with one or two exceptions the health 
condition of American and Canadian 
wage earners and their families is satis- 
factory. 

Whooping cough which shows a low 
death rate resulted in fewer fatalities 
than it did during the same period for 
1923 or 1924, although this epidemic dis- 
ease showed an increase in prevalence 
over last year. The death rate for tu- 
berculosis for August was the lowest 
ever recorded with the exception of No- 
vember, 1924, when the rate was 81.2 
per 100,000. The rate for August showed 
an increase of .4 per 100,000. 


Typhoid and Automobiles 


The typhoid fever rate showed an in- 
crease over. the corresponding month for 
1924 and although the figures are low, 
1925 will undoubtedly break the long 
change of successive years during which 
a continuous decline has been registered. 
The cumulative death rate for typhoid 
for the year up to Sept. 5 was 3.8 per 
100,000 as compared with 3.6 for the cor- 
responding period in 1924. 

Automobile fatalities showed a dis- 
couragingly high death rate of 18.4 per 
100,000 with a cumulative death rate 
running much higher than in any pre- 
vious year. This has aided in increas- 
ing the general death rate for the large 
cities of the United States which was 
10.8 per 1,000 for August. 


Conference, Not a Convention 


The Minnesota Mutual Life is plan- 
ning its next general agency conference 
at its home office in January, 1926. The 
exact date wili be announced later. 
Only those general agencies producing 
$250,000 of paid for business during 
1925 will be entitled to attend the con- 
ference. In the case of a two-man 
general agency $375,000 will be required 
to bring both men to the conference. 
With three months still to go, 11 gen- 
eral agents have already qualified. This 
conference is to be more in the nature 
o% a field planning committee for the 
company’s 1926 campaign—it is not a 
convention. 


INTER-SOUTHERN CASE 
COMES TO A TAME END 


(CONTINUED FROM PAGE 5) 


Re almost without restrictive features. 
. 0oks as though they were drawn for 
ye very purpose of permitting to be 
One just what we find to have been 
+o ag may be observed in passing 
>= ‘ ¢ by-laws now in force are not 
uch of an improvement over the for- 
mer set, 
nme of the real estate of the com- 
on 's carried on its books as a ledger 
ihe fictitious values, much higher, 
neve, than the real values justify. We 
po a Say there have been false state- 
poe ante Jn this respect, for the rea- 
the swe Opinions of men differ as to 
ro ety of real property. Neverthe- 
Y aA gures furnished by appraisers, 
the in y the accountants selected by 
ree rance department of Kentucky, 
of ee as they are by the testimony 
that e of the officers of the company 
No depreciation account had been 
y the company, support our 


adopted b 











statement above made that the values 
are too high. 

“These matters, together with others 
of like kind, reference to which would 
extend this statement to an unreason- 
able length, justify us, we think, in say- 
ing that the management has been such 
as to require changes in company 
methods. 


Commissioners’ Recommendations 


“Our recommendations 
lows: 

“(1) A meeting of the stockholders 
should be called promptly, at which 
meeting this statement be read for the 
information of those present. Steps 
should be taken at said meeting to elect 
the requisite number of directors to 
carry on an institution of the nature 
and size of this company. The directors 
who serve a life insurance company not 
only should realize their responsibilities 
but be able and willing to discharge 


are as fol- 





them, in truth and in fact, as well as | 
| recommendations is as follows: 


in name. 

“(2) The directors, in accordance 
with the insurance laws of the state of 
Kentucky, should proceed at once to 
adopt by-laws to meet the needs of this 
company. 


“(3) 


Entries of ledger assets of this | 


company, as reflected in its books, must | 


Inflated values 
For the purpose of 


conform to the facts. 
must be reduced. 


The man 


way. 


This company is looking for a wide- 
awake hustler of insurance and mana- 
gerial experience to superintend its 
agencies in the state of North Carolina. 
we have 
between the ages of 30 and 45, of un- 
questioned integrity, in good health 
and anxious to go to work right away 
with determination to carry on in a big 
Write today to 


determining valuations to be used by 
the company and by the insurance de- 
partments, the undersigned will select 
appraisers who will report their findings 
to -the various insurance departments 
without delay. If it be found that any 
of the investments are not acceptable 
under the insurance laws of the state 
of Kentucky, admissible assets of suf- 
ficient value must be submitted forth- 


with. 
“The board of directors of the Inter- 
Southern Life Insurance Company, 


within five days of the receipt of this 
communication, shall advise the under- 
signed by mail, addressed to them at 
their respective offices, of their accept- 
ance or rejection of our recommenda- 
tions.” 

President Duffin Complies 


President Duffin has already re- 
sponded to the demands of the com- 
missions with the following statement: 

“Our answer to the commissioners’ 


“The president and general counsel 
of the Inter-Southern Life has read the 
statement of the insurance commission- 
ers concerning the Inter-Southern Life. 
The Inter-Southern Life will promptly 
comply with the recommendations con- 
tained in this report. The junior mort- 
gages referred to in the report were for 
money advanced by the chief officer of 











YF \ 
ae 
ext ty) 
| (Escre |) | 
t | 
hy 








Provident’s Own Building 


Superviser Wanted 


the company out of his own funds at 
the suggestion and on the recommenda- 
tion of insurance commissioners. He 
would have been justified and sustained 
by the law in taking first mortgages, 
but his interest was subordinated to 
that of the company. The property 
owned by the Inter-Southern and on 
which it has mortgages has been fre- 
quently and regularly appraised. 
“The Inter-Southern Life has $12,- 
000,000 of assets and $106,000,000 of 
insurance in force. It is a great com- 
pany and one of which Kentucky and 
the south should be and we think are 
proud. The building of the company 
to its present proportions has been a 
tremendous task and reflects credit on 
those who have built it and those who 
have supported it in its building. We 


are fully determined that its affairs 
shall be so conducted as to be above 
criticism.” 


The insurance commissioners will em- 
ploy new appraisers to go over the dis- 
puted points in the Inter-Southern Life's 
property. Much depends on the char- 
acter of these appraisers. 

The directors will meet Oct. 20. A 
meeting of stockholders requires 20 days’ 
notice. A call may go out before the 
board meeting. At the stockholders 
meeting additional directors will be 
elected so that the legal quota will be 
complete. 
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Investments for Average Man 


A LIFE insurance executive called at- 
tention to the fact the other day that as 
time goes on the opportunities for first 
class investments to the general public 
will be more and more restricted. The 
life insurance companies for example 
with their millions and millions of 
dollars to invest are taking the 
cream of the offerings because they are 
circumscribed by law as to the character 
of assets they can hold. Within this 
limitation they are seeking the safest 
securities that will yield the largest 
amount. A life insurance company can- 
not afford to take many chances. 

As is known the assets of life com- 
panies are mounting upward and up- 
ward and more securities are being de- 
manded every year. Aside from the life 
companies, the fire and casualty com- 
panies are also in the field for good in- 
vestments. The range within which fire 
and casualty investments can be selected 
is wider than the life. Companies other 
than life have a wider area in which to 
roam. After all, however, insurance 
companies are seeking investments that 
will give them security and a reasonable 
return. 

Banks and trust companies are in the 


Questions 


A younGc man of 22 getting $100 a 
month is induced to take out $5,000 
endowment insurance as a_ savings 
proposition at $207 a year. At 25 he 
marries. At 30 he has two children and 
takes out $5,000 20-payment life. With 
two more children he takes more 20- 
payment insurance, feeling the pressure, 
but realizing that his endowment is go- 
ing to mature shortly, in effect reducing 
his insurance. At 42 he collects the $5,- 
000 endowment, which he puts into his 
business, as intended when he took it 
out. It has not reduced his need for 
insurance, but rather increased it, as he 
now has more at stake in his business. 
He buys some ordinary life because it 
gives the most protection for the money. 
Ever since he married he has needed 
more insurance than he felt he could 
pay for, but at first bought 20-pay be- 
cause he shrank from life-long pay- 
ments. He needs insurance up to 55 or 
60. After that it is a question of his 
own old age, as well. His insurance 
will take care of his wife, but if they 
both live they have little. Like 19 men out 
of 20, he was not an accumulator. His 
estate is mostly his insurance, 

Why should not his first policy, and 
all others, be framed to fit his needs 


market for investments. Trust com- 
panies are restricted in their purchases 
akin to life companies. Take, therefore, 
the big financial concerns that are buy- 
ing securities and the field is very well 
gleaned. Then there are the large pri- 
vate investors who are seeking securi- 
ties that will pass muster and yet are 
counted comparatively safe. 

The investments of a first class na- 
ture for the private investor who has 
not a big income and who is not very 
familiar with the financial market are 
reduced materially. As the years go by 
the market will be still more restricted. 
The demand for high grade investments 
will be greater on part of the average 
buyer. The supply will not be ample. 
This executive therefore made the point 
that life insurance more and more will 
be looked upon as an excellent invest- 
ment for the private buyer. He can 
make his high grade purchases through 
a life insurance company. Endowment 
policies will probably be more attrac- 
tive. At least the purchase of life insur- 
ance should be accelerated as the in- 
vestment market becomes more re- 
stricted. That this will be in the near 
future is the belief. 


for an Expert 


throughout all his lifetime? 

“Why should not a life company, like 
a banker, adapt itself to changing cir- 
cumstances? 

This young man owns his reserve. 
Why should he not have the privilege 
at any time of making his premiums and 
his reserve apply on the kind of insur- 
ance he then needs? It is true he has 
extensive privileges, but under present 
policies he is not likely to exercise them 
except in the hands of a twister. 

It is entirely correct for him to start 
out with an endowment. Long before 
it matures, however, it is inappropriate. 
Even the 20-payment is inappropriate 
at one stage. Then the endowment for 
old age takes precedence. Whatever his 
insurance is, it all comes out of his re- 
serve and his premiums. The reserve is 
definite, his premium paying ability al- 
most as clear. Why should not his pro- 
gram from the start allow utter flexi- 
bility at any stage? 

In the hands of an expert he can do 
almost anything he likes. Why should 
he need an expert to manipulate his 
policies, advise surrenders or changes, 
and perhaps twist him to another com- 
pany. If he has become medically unfit 


Dr. George C. Hall, medical director 
of the Life Insurance Company of Vir- 
ginia, died suddenly of apoplexy at his 
home near Richmond Monday night. 
He was born at Lowell, Mass., 57 years 
ago, studied medicine at Harvard Medi- 
cal College, and subsequently took a 
graduate course in Vienna. He became 
medical director of the Life Insurance 
Company of Virginia 12 years ago. 
Last January he underwent an opera- 
tion for the removal of his appendix. 
Since then he had been apparently in 
better health than usual. 


E. B. Houghton, general agent of the 
Guardian Life of New York at Roches- 
ter, N. Y., broke the world’s record for 
the number of applications in a single 
day recently when he wrote 117 appli- 
cations Oct. 1. However, he did not 
hold the lead as the record was also 
broken the same day by George Cow- 
ton of Grand Island, Neb., who wrote 
122 applications. An interesting fact 
about Mr. Houghton’s record, however, 
is that he did not set out to break the 
record for one day’s production. Rather 
in planning his campaign for October, 
his goal was to establish a new world’s 
record for the greatest number of ap- 
plications in a single month. This is 
part of his extra effort in connection 
with the President Month of his com- 
pany in honor of President Heye. It 
remains to be seen whether his record 
for the month will stand. 

Mr. Houghton’s latest score reported 
is 277 applications for the first 10 days 
of the month. On his 32nd birthday, 
Mr. Houghton wrote 32 applications. 
This, however, was not a coincidence 
inasmuch as that was the mark he set 
for himself and determined not to end 
the day until he had them. This was 
done a Saturday. 


William H. Kolb, manager of the 
life department of the Travelers at 
Chicago, is seriously ill at Henrotin 
hospital in that city and has been or- 
dered to take a complete rest for six 
or seven weeks. Mr. Kolb has been 
working very hard this year and his 
office in September passed its allotted 
quota for the year. 


I. J. Dahle, one of the largest per- 
sonal producers among the representa- 
tives of the Equitable of New York, 
and incidentally among the representa- 
tives of any other life company, has 
sailed for Europe accompanied by his 
mother. Mr. Dahle has been spending 
his efforts in Chicago for the last sev- 
eral years, and has felt the need of a 
vacation. Formerly in charge of an 
agency at Milwaukee for the Equitable 
he felt the urge of personal production 
and in 1917 he qualified for the Quarter 
Million Club. In 1919 he joined the 
Half Million Corps and since 1922 has 
been a member of the Million Dollar 
Corps. His cases average $50,000. 


Neil D. Sills, general agent at Rich- 
mond, Va., for the Sun Life of Canada, 
and former president of the National 
Association of Life Underwriters, was 
invited to be a guest of honor and one 
of the principal speakers at the annual 
banquet in Indianapolis of the business, 
financial, educational and social service 
agencies of the city last week. Pressure 
of business at home compelled him to 
decline the invitation. 


C. A. Atkinson, vice-president and 
general counsel of the Federal Life of 
Chicago, died of heart failure Oct. 9 
at the age of 73. Mr. Atkinson was on 
the job at the office until the afternoon 
of the day of his death. He was re- 
turning from lunch and fainted in the 
elevator in the Federal Life building. 
He was at once taken to his home 
where he died in the evening of the 
same day. 

Mr. Atkinson helped in the organiza- 





he is practically hog-tied. 
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Cc. A. ATKINSON 
Late General Counsel Federal Life 


position of general counsel from the 
time of the company’s organization in 
1899 until his death. Prior to that time 
he was law partner for Isaac Miller 
Hamilton, president of the. company. 
Mr. Atkinson was born Feb. 9, 1852, 
at Webster, O. He received the degree 
of A. M. from Ohio University. After 
practicing law for some time there he 
moved to Lincoln, Nebr., where he was 
city attorney and prosecuting attorney 
for Jackson county. 

Mr. Atkinson was well known to the 
life insurance legal fraternity, being a 
familiar figure at the meetings of the 
Association of Life Insurance Counsel. 
He was a member of the Illinois Ath- 
letic Club and the Athenian and Delta 
Pheta Phi societies, Ohio Society of 
Chicago, and the Illinois and Chicago 
Bar Associations. 

T. Louis Hansen, vice-president of the 
Guardian Life, dropped off at Cincin- 
nati Saturday of last week on his way 
back from the national convention in 
Kansas City and met with the agents in 
Harry Isgrigg’s territory. Mr. Hansen 
has been one of the men who have put 
the Guardian Life, formerly the old Ger- 
mania Life, in the running with the lead- 
ing companies in fine style. Although it 
had a solid foundation and a good back- 
ground the Guardian wrote less than 
five millions of new business in 1909, 
when Mr. Hansen became active in the 
agency department. From that time on 
the company’s progress has been rapid 
and steady. This year it will write be- 
tween 60 and 65 millions of new bust 
ness. The agency work of this fine 
achievement has been largely that ol 
Mr. Hansen. 

Frank A. Helmer, vice-president and 
general counsel of the Great Northern 
Life, died last week at the Battle Creek 
Sanitarium, following a long illness. 

Mr. Helmer was general counsel of 
the Central Business Men’s Association 
when it was formed in 1914, and ha 
continued in that position after the con- 
solidation with the Great Northern Life 
in 1923. , 

He was senior member of the lega! 
firm of Helmer, Moulton, Whitman x 
Holton, Chicago, and had practiced law 
in Chicago for 44 years. His home was 
in Winnetka. He is survived by Mrs. 
Helmer and a daughter, Mrs. Myra 
Pritchard. 


J. D. Serrill, formerly superintendent 
of agents for R. S. Donaldson, manage 
of the Toledo branch of the Mutual Life 
of New York, has gone to Florida for 
the winter, but will continue his connec- 
tion with the Mutual Life through the 
Jacksonville branch. Mr. Serrill w! 
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Toledo soon after the first of the year. 
Mr. Serrill was in Florida last winter 
and at that time became interested with 
a number of others in a syndicate, pur- 
chasing a tract of land which has been 
caught in the trend of development now 
going on. He wants to be in Florida to 
dispose of this land some time this win- 
ter when the time seems ripe. 


Melvin P. Porter, a Buffalo representa- 
tive of the Massachusetts Mutual Life, 
died Sunday, following an operation for 
appendicitis. Mr. Porter was a_vice- 
president of the Buffalo Life Under- 
writers. For ten.years he. had been 
secretary and one of the leading spirits 
of the Municipal League, an organiza- 
tion which had as its object investigat- 
ing the records of candidates for pub- 
lic office and reporting on them to the 
voters just before election. He helped 
establish the playgrounds system in 
Buffalo and he and Mrs. Porter for sev- 
eral years lived at Neighborhood 
House in that city and did settlement 
work. They organized various gymna- 
siums and promoted a number of boys’ 
clubs. 


E. V. Alburty of Seattle, state mana- 
ger in Washington for the American 
Life of Detroit, has been notified by 
the home office that his agency had de- 
livered the greatest amount of new 
business in August that has ever been 
recorded by the company. A quarter 
million of new insurance business en- 
tiled Mr. Alburty to what is known 
among American Life agencies as the 
President’s Month Cup, a challenge tro- 
phy competed for in agencies in cities 
all over the United States. The prize 
cup is awarded by Clarence L. Ayres, 
president of the company, and was first 
won in 1923 by the home office at De- 
troit. The Pennsylvania agency won it 
in 1924, 


President Ralph Holterhoff of the 
Cincinnati Life Underwriters Associa- 
tion presided at the dinner given last 
Saturday night at the University Club 
in farewell to manager E, R. Ferguson 
of the Mutual Life, who is being trans- 
lerred to the important Cleveland dis- 
trict. The Cincinnati Life general 
agents and managers turned out to 
show their appreciation of a man who 
has not only made a great success of 
his agency but become prominent in 
the city’s civic activities and by his up- 
right business methods endeared him- 
self to his competitors. It was sug- 
gested that each manager present write 
to the manager of his company in 
Cleveland suggesting that the hand of 
welcome be extended to Mr. Ferguson. 
A number of speakers touched on his 
work while in Cincinnati and the occa- 
sion was one which brought the Cin- 
Cimnati life men more closely together. 

F. H. Rhodes, president of the Berk- 
shire Life, and Mrs. Rhodes, were in 
Cincinnati on Monday of this week. 

hey are on their way to Florida and 
while making their trip, Mr. Rhodes is 

Visiting a number of agencies. He and 
Mrs. Rhodes stopped also at Louisville 
and Atlanta. In Cincinnati, they were 
tntertained at a dinner Monday evening 
at one of the country clubs by W. E. 
i tls of the Earls-Biain Agency. The 
Ne agents of the Earls-Blaine office, 
Fepresentatives of the Berkshire in Cin- 
cinnati, were present. 


P Goldstein, secretary and one 
Life * eanagers of the Lincoln Liberty 
mint incoln, Neb., has secured per- 
the ion from the state court to change 
— of himself, his wife and their 
om children to Albin. At the age of 
— years Mr. Goldstein was orphaned, 
Cit — the institution in New York 
“ Ae ere he was placed he was sent, 
of M; age of 6, to the Nebraska farm 
en Mrs. Charles Albin. They 
hin egally adopted him, but reared 
high che son, and until he graduated at 
= _ was known as Albin. After- 
tess 4 € taught school in country dis- 
state n the southeastern portion of the 

» and graduated from academies at 








COLORADO CALLS 


Ranking high as a mining and agricultural state Colorado offers 
a climate and scenic beauty unrivaled on this continent. 


There is every opportunity for the life insurance man in this 
land of “irresistible appeal.” 


The old established General Agency of Cashman & Evans with 
headquarters at Denver represents the Lincoln National Life in 
Colorado, with Thos. G. Egan, Manager of the Life Department. 


This General Agency is backed in their service by Home Office 
cooperation so efficient that its assistance seems “just across the 
street” from the man in the field. It gives every.Lincoln National 
Life man confidence that his company’s entire organization is on 
the job with him. 








(Cink uP (wim rue () LINCOLN) 


IN COLORADO 





Address either 


CASHMAN & EVANS, General Agents 
1715 California Street, Denver, Colorado 


or 


The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’”’ 





Lincoln Life Building Fort Wayne, Ind. 


More Than $375,000,000 in Force 
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Group Insurance: 
What Are You Doing About Jt? 
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Over 8,000 employers of the United States are carrying 
Group Insurance on the lives of 2,225,000 employees. 


This insurance covers whole groups of employees under 
a single contract without medical examination, in 
amounts varying from $500 to $10,000 per employee. 
Includes total permanent disability without extra charge. 


The demand for GROUP INSURANCE for employees 
of factories, stores and business concerns of all kinds is 
rapidly increasing. It has proved of value to those who 
have adopted it and others will take it up as soon as 
they learn of its usefulness. 


Our book on “GROUP LIFE INSURANCE” will 
gladly be mailed you without obligation. It will repay 
your careful reading. Because of our liberal contracts, 
sixty years’ experience, unquestioned security and care- 
fully trained personnel, the John Hancock Mutual Life 
Insurance Company of Boston can effectively handle 


your group insurance. 
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Another Forward Step 


The Salary Savings Plan opens a new and broad field of life 
imsurance distribution. This Company has adopted it, and thus 
maintains its front-rank place among the progressive companies 
whose leadership has been gained by vision and initiative. 

This Plan gives life insurance at its best to groups of salaried 
employees and wage-earners in return for monthly premium pay- 
ments. 

Always room in this organization for men and women who 
have the forward look, and who look with intelligence and in- 
dustry and integrity. Unexcelled service, together with three fine 
monthly agency publications and first-class advertising literature, 
supply our representatives with an unsurpassed equipment. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


Pawnee City and Peru. Later he studied 
law at the University of Nebraska. He 
was one of the original organizers of 
the Lincoln Liberty Life. 

Mr. Goldstein told the court that the 
Albins, who are substantial farmers liv- 





ing in the state, are the only parents 
he has ever known, and that he desired 
to change the names of all of his family 
out of respect to them and as an ac. 
knowledgment of the debt he owed 














LIFE AGENCY CHANGES 





L 


them for past advancements. 





WHITNEY RESIGNS POSITION 


Veteran Wisconsin Manager of Mutual 
Life Desires Relief From Heavy 
Executive Duties 


MILWAUKEE, WIS., Oct. 14.— 
Bruce Whitney, manager for the Mutual 
Life of New York in Wisconsin and 
Upper Michigan and connected with that 
company for 40 years, has resigned his 
position, effective Jan. 1, 1926. No suc- 
cessor has been appointed as yet. Mr. 
Whitney is retiring from active man- 
agerial duties, but after a few months’ 
rest plans to re-enter the insurance field 
with the same company, but in some 
capacity affording more leisure. 

Mr. Whitney was born in Buffalo, N. 
Y., April 5, 1860. He entered the service 
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& book that every life insurance man should 
$1.50, including Quiz Book supplement. The 











BRUCE WHITNEY 
Wisconsin Manager Mutual Life 


of the Mutual Life in 1886, as agent for 
the company in Detroit. He came to 
Milwaukee in 1893, as an office manager, 
continuing until 1900, when he was made 
manager at Peoria with all of Illinois 
outside of Chicago as his territory. He 
left Peoria in less than a year to become 
assistant superintendent of agencies at 
the home office, continuing in that capac- 
ity for two years. He was next made 
manager for Wisconsin and has held that 
position for the past 22 years. 

His agency has grown rapidly, espe- 
cially during the past ten years. Its 
volume of business this year will be bet- 
ter than $10,000,000, as contrasted with 
the 1915 volume of about $3,000,000. The 
present year is the greatest in paid for 
business in the agency’s history. Mr. 
Whitney has been active in civic work 
in Milwaukee as well as in affairs of the 
Life Underwriters’ Association and other 
insurance clubs and organizations. 


Albert M. Roche 


Appointment of Albert M. Roche as 
district supervisor for the Michigan 
Mutual Life with headquarters at Lan- 
sing, Mich., has been announced. Mr. 
Roche was formerly in charge of the 
Howell office of the company. 


George Thurman 


The Missouri State Life has opened 
a new branch office at Nashville, Tena., 
with George Thurman, formerly assist- 
ant manager at Youngstown, O., in 
charge as manager. He has been with 
the company for three years and has 
demonstrated the needed executive abil- 
ity to handle an important branch of- 
fice. He is a brother of E. B. Thur- 
man, manager at Cleveland, O., and 





B. C. Thurman, Des Moines branch 
manager. <A fourth Thurman, Ike, js 
an agent for the company in Youngs. 
town. 

Raymond Hodges has been named as 
assistant manager at Cincinnati. He 
was an agency special there. 


M. R. Pearson 


M. R. Pearson has been appointed 
district manager at Moline, IIl., for the 
Central States Life. Mr. Pearson has 
the record of being a steady producer, 


Minnesota Mutual Appointments 


New appointments made by the Min- 
nesota Mutual during the past month 
are: Harry J. Schmidt, general agent at 
Davenport, Ia., a graduate of Iowa 
State College and very well known 
throughout his territory. W. B. Hays, 
general agent at Amity, Mo., has been 
assistant cashier of the Bank of Amity 
for a number of years. D. Harvey 
Cook, general agent at Twin Falls, Ida., 
has had five years’ experience with the 
New York Life. Mrs. Cook manages 
his fire and hail insurance for him. Al- 
fred P. Hyde is general agent at Poca- 
tello, Ida. His life insurance experi- 
once has been with the Metropolitan 

ife. 


Dennis Murphree 

Lieut. Gov. Dennis Murphree has 
been appointed state manager of the 
Universal Life of Dubuque, Ia., for 
Mississippi. _Mr. Murphree has ar- 
ranged for offices in the new Mississippi 
Fire building at Jackson. W. C. Mc- 
Carten, agency supervisor from the 
home office, is now in Mississippi where 
he will remain for several months to 
assist Mr. Murphree in developing an 
organization in that state. 


Atlantic Life Appointments 


Ralph C. Taylor, well known business 
man of Huntington, W. Va., has joined 
the forces of the Atlantic Life as a 
partner in the company’s district agency 
at Huntington. He is associated with 
T. G. Tucker, who has been conducting 
the agency single-handed heretofore. 

Appointment of the Schrum nsur- 
ance Agency of Newtown, N. C., as dis- 
trict agents for the Atlantic Life is an- 
nounced by the company. Comprising 
the agency are J. L. Schrum, F. F 
Schrum, J. W. Abernethy and R. M. 
Yount. They have already begun the 
production of business on a large scale. 
Their first month under contract they 
paid for $100,000 of business. 


Security Mutual Changes 


Tom Moore, manager of the North 
Platte agency of the Security Mutual of 
Lincoln, Neb., has been transferred to 
his old stamping ground, the manage 
ment of the Grand Island _ agency, 
which he plans to build to a million dol- 
lar concern. O. L. Ellerbrook and Ted 
Smith, Lincoln insurance men, who Te 
cently opened a general agency * 
Scottsbluff, have made a contract to 
handle Security Mutual business. 


Harry J. Schmidt 
The Minnesota Mutual has appointed 
Harry J. Schmidt general agent # 


Davenport, Ia. Mr. Schmidt is a gradu- 
ate of Iowa State College at Ames. 


Hawkins & Gumm 


Hawkins & Gumm have been ap- 
pointed Ohio managers for the Poses 
Life. Paul Hawkins started with ~ 
company at Humrick, IIl., then went " 
Ridgefarm as a district manager, to 
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danapolis as state manager for Indiana 
and finally to Cleveland as manager for 
Ohio. Karl G. Gumm started his in- 
surance career at Paris, Ill, and then 
went to Cleveland, where he became as- 
sistant manager for the Massachusetts 
Mutual. 


Robert B. Mab 


The Montana Life has appointed 
Robert B. Mabry general agent for the 
Kalispell, Mont., district. Mr. Mabry 
was formerly connected with the Great 
Northern railroad and later began sell- 








ing insurance on a part time basis. He 
has been working on a full time basis 
for the past six months. 





Life Agency Notes 


T. P. Reynolds, formerly with an auto- 
mobile publication of Cincinnati, has 
joined the Connecticut General agency of 
Frank Nurre in that city. Other addi- 
tions to the Connecticut General agency 
force in this office are John O’Connor 
and W. L. Pearse, both of Cincinnati. 
Mr. O’Connor was a typewriter salesman 
for thirteen years and Mr. Pearse was 
traffic manager for the Dalton Adding 
Machine Company. 
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RULING ON QUALIFICATIONS 





Commissioner Hands Decides That For- 
eign Companies Must Have Assets 
of $100,000 to Enter Michigan 





LANSING, MICH., Oct. 14.—All non- 
Michigan insurance companies which gain 
admission to this state in the future must 
have assets of $100,000 or more, accord- 
ing to a ruling just put into definite 
form by Commissioner Hands. Long ex- 
perience has demonstrated to Mr. Hands’ 
satisfaction that only those foreign com- 
panies which can make a financial show- 
ing at least up to the standard men- 
tioned can be safely licensed and trusted 
to maintain a good condition without an 
undue degree of supervision. A rela- 
tively large number of small companies 
have been seeking admission to Mich- 
igan of late and Commissioner Hands 
has decided that, in view of the attitude 
of the state legislature as expressed in 
previous legislation, a barrier should be 
placed now to prevent much trouble in 
the future. 


Finds Legislative Support 


Mr. Hands believes that he finds ade- 
quate legislative support for his stand 
in the act relating to the granting of 
certiicates of authority to agents to 
permit them to place business with un- 
authorized companies in event licensed 
companies refuse legitimate risks. A 
section of this law states that no com- 
pany, in possession of such a writ, shall 
place business «with an unauthorized 
tarner which is unable to show assets 
ot at least $100,000. It is Mr. Hands’ 
view that this provision of the act could 
be completely circumvented were he to 
continue licensing all comers providing 
their finances are in the proper condi- 
tion and they pay the stipulated license 
Tee, Thus, any company which wished 
to take business under this law but could 
not muster the $100,000 showing in total 
assets, could merely obtain a license and 
Write the business. 


Should Stay in Home State 


Mr. Hands holds that no company 
with assets under the $100,000 minimum 
as any right to attempt expansion out- 


side its home state where it is under | 


close supervision of its home depart- 
— He maintains that the depart- 
io en never: recommend admis- 
an y another state of a Michigan 
; pany whose assets did not reach the 
justice to him to favor the small for- 


eigns . 
ng at the expense of domestic car- 


One Exception to Rule 


contre. will, be one exception to the 
and er ruling, namely health 
poe ep and burial benefit com- 
remin oing business on the monthly 
be eats plan. These companies will 
specificatin it they comply with other 
— on a showing of $25,000 
2 analy and life companies, under 
a seen _ law, must have $100,000 
foreign Seed incorporation, so to exclude 
ing up ¢ ee in that class not com- 
pa © the same standard is patently 
» Mr. Hands believes. 





100,000 point and that it does not seem | 





HOLDS A STATE CONFERENCE 





Aetna Life Gathers Indiana Producers 
Together for Sessions—Talks by 
Home Office Executives 





INDIANAPOLIS, IND., Oct. 14.— 
Leading producers in the life, accident 
and health department of the Aetna Life 
to the number of 40 met here in a state 
conference Friday and Saturday with 
W. H. Dallas, recently appointed super- 
intendent of agencies, in charge of the 
session. Dr. D. B. Cragin, associate 
medical director, was also present from 
the home office, both home office offi- 
cials bringing a record of the accom- 
plishments for the past year and the 
outlook and plans for 1926. 

M. C. Thornton of New Albany was 
announced as president of the Quarter 
Million Club. Mr. Thornton has led 
the field in production for a number 
of years. At the Friday morning ses- 
sion, Robert Hall discussed “Salary 
Budget Insurance,” while Tom Kieth, 
home office accident insurance expert, 
told how accident solicitation increases 
life production. It was because acci- 
dent insurance is recognized as an ex- 
cellent companion line for the life 
agents that the Aetna Life some 
months ago transferred the accident 
and health department to the life agen- 
cies. Mr. Kieth also emphasized the 
value of accident insurance as_ the 
source of certain revenue which can be 
made to increase from year to year and 
showed how accident policyholders can 
be developed into life policyholders. 


Talks on Getting Business 


C. M. Kenny of Indianapolis spoke 
on “Overcoming Competition.” “Appli- 
cations and Collections” was the sub- 
ject of E. C. Deckard of the home 
office. Other speakers at the Friday 
and Saturday conferences were as fol- 
lows: William H. Holzwarth on “Why 
I Am an Aetna-izer,” J. G. Purky on 
“Sales Talk on Life Income;” E. J. 
Palmer on “Group Insurance;” Victor 
F. Jones on “Outlining Beneficiary 
Clause for Educational Funds;”’ Tom 
Kieth on a basis of sales talks; A. B. 
Harris on “Making the Most of Your 
Time”; M. C. Thorton on “Increasing 
Your Production.” 

Through the conference a stage is 
being set for a record Aetna production 
in Indiana during 1926. 


Agency Honors President 

Walter M. Ivey, supervisor for the 
Philadelphia Life for western Pennsyl- 
vania and West Virginia, held a meet- 
ing of his entire agency in honor of the 
visit of President Clifton Maloney and 
Manager A. M. Hopkins of the home 
office. A business meeting was held in 
the forenoon at the office and a delight- 
ful luncheon was served to the officials 
and representatives in the private din- 
ing room of the Chamber of Commerce. 
President Maloney delivered a master- 
ful address.” Supervisor Walter M. Ivey 
presided as toastmaster. J. H. Wilkins, 
secretary and treasurer of the Walter 
M. Ivey Company, A. M. Hopkins, 
manager of agencies, and W. H. Bar- 
rett, general agent from Wheeling, and 
C. A. Sholl, supervisor for the company 
in southern Ohio, gave talks. 

President Maloney was also enter- 
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International Life & Trust Company 
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The 


Inter-Southern Life 


Insurance Company 
LOUISVILLE, KENTUCKY 


JAMES R. DUFFIN, PRESIDENT 


“Life would be a perpetual flea hunt if one were obliged 
to run down all the innuendos, inveracities, insinuations 
(Henry 





and suspicions which are uttered against one.” 
Ward Beecher.) 


Experience has demonstrated that the surest method 
against these obstacles is perseverance and well-doing. 








Paid for business first nine months 1924, $17,322,781.00 
Paid for business first nine months 1925, $18,907,306.00 


MORE PAID FOR BUSINESS IN 
SEPTEMBER 10925, THAN ANY 
PREVIOUS SEPTEMBER IN THE 
HISTORY OF THE COMPANY. 


More Group Insurance written in July, August and September, 
1925, than any other three months. 


FOR SEPTEMBER 100% INCREASE 


Renewal premiums, reflecting public confidence, larger in July, 
August and September than ever before. 


REINSTATEMENT OF BUSINESS 


For first six months of 1925 is 32.75% increase over the same 
period of 1924. 


Reinstatement for the month of September, 1925, is 65.97% more 
than September, 1924. 


PRODUCTION EXPENSE LESS 
THAN EVER BEFORE 


A growing institution that has helped humanity in city, state and 
nation and is ready and willing to help more. 


OUR NEXT GOAL 


A HALF BILLION DOLLARS INSURANCE IN FORCE 





THE 
INTER-SOUTHERN LIFE 
INSURANCE COMPANY 

LOUISVILLE, KENTUCKY 
IS A GOOD COMPANY 
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tained at Cleveland by E. J. Strickland, 
supervisor of northern Ohio, who cele- 
brated his fourth anniversary in that 
position with a luncheon tendered the 
president and his party. 





Mutual Life Men Gather 


COLUMBUS, O., Oct. 14—The 
Ohio Field Club of the Mutual Life of 
New York held a convention here last 
Thursday with a good crowd in attend- 
ance. James A. Church, manager of 
the Columbus agency, was in charge. 
He was also toastmaster at the banquet 
which was held Thursday evening. 





Among the speakers were the follow. 
ing: Mr. Church, H. O. Bean, C. w. 
Andrews, E. W. Collins, H. L. Moore, 
George W. Mason, district managers: 
John G. Kunkel, Thomas B. Winters 
and H. J. Abernathy of the Quarter 
Million Club; H. E. Penney, agency 
cashier; Harry L. Conn, superintendent, 
and Walter A. Robinson, chief actuary, 
of the Ohio insurance department. 


Approves Capitol Life Transfer 


The Ohio insurance department has 
given its approval to the transfer of the 
Capitol Life of Columbus to the Gem 
City Life of Dayton. 
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TENTATIVE CODE ANNOUNCED 





Kansas Commission Will Present Draft 
to Life Insurance Representatives 
for Their Consideration 





TOPEKA, KAN., Oct. 14.—A tenta- 
tive draft of the new life insurance code 
for Kansas will be announced this week, 
following the meeting Monday of the 
Kansas insurance commission. The com- 
mission heard the representatives of the 
life insurance companies in September 
and each member is said to have com- 
pleted a proposed draft embodying his 
ideas of what ought to be in the law 
relating to the life companies. 

The commission Monday took these 
suggestions and where there were con- 
flicts attempted to reconcile these and 
work out the complete tentative draft 
of the proposed law. It has been an- 
nounced that the commission expects to 
be able to make the tentative draft com- 
plete within the two days’ meeting as 
there is little of serious conflict among 
the members. 


To Submit Draft 


When the draft is completed the com- 
mission will order it printed and copies 
will be sent to all of the life insurance 
companies and to the Association of Life 
Presidents and the American Life Con- 
vention for study. No definite date has 
been set but it is expected that at the 
April meeting of the commission the life 
representatives will be invited to appear 
and present such arguments as they may 
care to relative to the proposed code 
and also present any further suggestions 
which may appear advisable. 

The commission heard the assessment 
companies Tuesday afternoon. There 
are few of these companies in Kansas 
and they have advised the commission 
that they will present no extensive sug- 
gestions for changes in the code relative 
to this class of companies. It is not 
expected that the assessment companies 
will take up much time. 


Fraternal Hearing in February 


No date has been definitely set for the 
fraternals to appear. It probably will be 
in February. The Kansas Fraternal 
Congress has a committee at work 
drafting a complete code for the fra- 
ternal insurance business in the state. 
This has not been completed and owing 
to the fact that it will not be completed 
for some time the commission deter- 
mined not to set any date until the com- 
mittee was ready to present its sug- 
gestions. 





Wisconsin State Fund Report 


A material increase the past quarter 
in the amount of state life fund insur- 
ance in force in Wisconsin is reported 
by Commissioner W. Stanley Smith. 
Forty-seven policies for $83,500 have 
been written since June 30, the largest 
amount of business of any quarter since 
the fund was established. Insurance 
now in force totals 711 policies amount- 
ing to $675,300. Admitted assets of the 











fund on Sept. 30 were $149,641, with 
surplus over liabilities of $20,459. 





WANT SALES. COURSE GIVEN 
Nebraska Life Underwriters Not Satis. 
fied With Present Teaching Basis 
at State University 





LINCOLN, NEB., Oct. 15.—Dissat- 
isfaction with the life insurance course 
being offered in the University of Ne- 
braska this winter has led to the ap- 
pointment of a committee of local life 
underwriters who are to confer with 
the regents, and ascertain under what 
conditions this course can be made to 
render valuable service to the profes- 
sion. The course now offered is largely 
actuarial, whereas salesmanship is more 
to be desired. The course, which is 
given in connection with the college of 
business administration, covers only the 
theory and history of life insurance; 
mortality tables and the selections of 
lives; types of companies, policy forms, 
premiums, the reserve and valuation of 
policies; investments of the companies, 
industrial insurance and state regulation, 
while for the mathematical basis of in- 
surance students must go to the de- 
partment of mathematics. 

Regents have objected in the past be- 
cause of the difficulty of competing in 
salaries with life companies that draft 
professors who show real merit and the 
fact that the legislature is reluctant to 
allow money to be spent on expansion 
of this character. The insurance men 
will suggest that the theory of sales- 
manship be taught in the usual way, 
with lectures to be given by members 
of the profession, who will be remu- 
nerated in the same way that lawyers 
drafted from that profession lecture m 
the law school. F 

Pending the completion of negotia 
tions, encouragement will be given the 
project of putting on a course in Con 
nection with Y. M. C. A. wofk, and o 
putting on a two days’ sales congress. 
Dr. C. J. Rockwell of the University ot 
Pittsburgh has agreed to put on a I> 
hour course, with faculty members ‘0 
be drafted from the ranks of the pro 
fession in offices and in the field, for @ 
guaranty of $700. An enrollment of 50 
has already been pledged. 


RENEWS CODIFICATION FIGHT 
Commissioner Smith Appoints Dr. Wil 
liam A. Fricke to New Post to Give 

Attention to This Work 





MADISON, WIS., Oct. 14.— Com 
missioner Smith is taking steps to com 
tinue his fight for the codification 0 
insurance laws in Wisconsin, since = 
codification bill was defeated by - 
legislature at the last session. e has 
created a new position under the —_ 
of inspector of methods and preci 
appointing Dr. William A. Fricke . 
Milwaukee to the post. Mr. Fricke was 
commissioner of the state for two terms 
when the office was an elective one. - 
is author of many of the insurance laws 
now on the statute books. He has —~ 
assisted in the organization and “- / 
executive work of organizing the 4 
ployers Mutual Life, the Great Norther 
Life and other companies. He has ac 
as actuary and a year ago was retain 
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by the insurance department to assist 
in the codification of its laws. 

He returns to the insurance depart- 
ment with the intention of promoting 
the work of codification, and Commis- 
sioner Smith plans to have a new bill 
ready to submit to the next legislature 
in which there will be full explanatory 
notations so that every member will 
know what change has been made and 
the effect upon the insuring public with 
the reasons therefor. The position at 


present is temporary, but Commissioner 


Smith expects to have it made permanent. 





B. & L. Can’t Collect Premiums 


A building and loan association, being 
a corporation, can not be licensed as a 
general agent to collect insurance pre- 
miums, the attorney general of Wiscon- 
sin has held in an opinion just issued. 





Insurance Men Aid Drive 


M. N. Hatcher of Fargo, chairman for 
the Cass county drive to be started by 
the Greater North Dakota Association to 
secure a fund of $150,000 to be used in 
advertising the state, has announced the 
personnel of 12 teams that will can- 
vass the city of Fargo to secure pledges 
to the association. Each of the 12 teams 
is made up of 12 men in addition to the 
captain. Insurance men active as cap- 
tains are R. A. Trubey, state agent 
Guardian Life; C. A. Whittelsey, Western 
Adjustment Company; Ray Warner, War- 
ner Insurance Agency; Thomas Hull, 
Hull Insurance Agency. 
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CLOSES A PROSPEROUS YEAR 





Oklahoma Association Has Experienced 
the Most Brilliant Period of Its 
History in Development 





OKLAHOMA CITY, OKLA., Oct. 
44—With a rousing meeting Saturday 
noon, Oklahoma life underwriters con- 
cluded the fiscal year, and the most 
brilliant two year period of their history. 
The retiring president, Carol C. Day, 
with his efficient staff, has guided the 
association through two years of its 
most aggressive expansion, until the 
membership is 320, the largest in its 
history. The “Radio,” the official asso- 
ciation publication, has been established. 
This is said to be the only publication 
published exclusively by an underwrit- 
ets’ association. Through the efficient 
work of the secretary, Josephine Lin- 
coln, it has been a well edited, meaty 
publication. 

The principal speaker at Saturday’s 
meeting was H. P. Gravengaard, from 
the home office of the Aetna Life, who 
is in the city conducting a company 
class in salesmanship. Mr. Graven- 
gard spoke at length on the value of 
the trained underwriter over one un- 
tained. The day has passed when hu- 
man beings are the playthings of the 
lates, and their destinies can not be 
regulated, he said. 

he science of today has taught us 
that a man is creator of his own des- 

‘ny, and not a pawn dependent upon 
's environment. “Unless you believe 
this, it is useless to talk of life insur- 
ance to you,” he continued. “The im- 
Portant question is what sort of a man 
ae you going to take to your pros- 
pects? There are three natures which 
must be developed before a man can 
ie 4 successful life underwriter, the 
gin to build around your bodily effi- 
ciency, and protect it.” 
bu -a1 is the most important factor in 
an but is the most neglected, he 
tenth The average man uses about one- 
ref of his brain power, he added in 
ae to the trained salesman. In 
the ety the records reveal that 
- Tained men write between 30 and 
wh ppieeat more business than those 
pr ave received no specific business 
je Cation. The development of the 

iTitual nature he considers equally 
ar to success, declaring that the 
ligio @man realizes spiritually from re- 

Ws devotion is a business asset. 


At the meeting the following new of- 
ficers were installed: Fred S. Gold- 
standt, president; George Summy, 
vice-president; Josephine Lincoln, sec- 
retary, and W. Hall Edwards, treas- 
urer. 





Oklahoma School Assured 


The establishment of a school of life 
underwriting, similar to the one con- 
ducted the past summer under the di- 
rection of G. M. Lovelace of New 
York, was assured for Oklahoma City 
next year, at a meeting of the executive 
committee of the Oklahoma Life Un- 
derwriters Association Friday. The ex- 
penses of the school, to the amount of 
$10,000, were underwritten personally 
by members of the committee, accord- 
ing to announcement by C. C. Day, 
chairman. 

The plan entails the conduct of a 
three weeks’ preliminary course in fun- 
damentals, always available for the new 
underwriters, with a regular advanced 








course similar to those conducted by 
Mr. Lovelace, brought to the city an- 
nually, 





Life & Casualty Promotions 


The Life & Casualty announces the 
promotion of C. W. Chatham of the 
Durham district to special agent in the 
ordinary department in that district. 
He has qualified for both home office 
conventions in the past and at present 
is only a little Short of qualifying for 
the President’s Club. 

The company also announces the 
promotion of E. R. Couch from an 
agent in the Durham district to super- 
intendent in that district. 





Campaign Is Launched 


The Home Life of Little Rock, Ark., 
is launching a campaign to honor Presi- 
dent Banks on the company’s 25th an- 
niversary, when the home office will be 
moved into new quarters in the South- 
ern Trust building. 











PACIFIC COAST 

















REGIONAL CONFERENCE HELD 





Penn Mutual Life Conducted Three-Day 
Convention on Coast With Com- 
pany Officials Attending 


SEATTLE, WASH., Oct. 14.—A 
three-day regional conference of the 
Penn Mutual Life was held recently. 
The convention was marked by the at- 
tendance of home office officials and a 
great deal of constructive work was 
done. The home office delegates con- 
sisted of William H. Kingsley, vice-presi- 
dent, formerly western loan representa- 
tive of the-company; Dr. James P. Hut- 
chinson, medical department; J. Burnett 
Gibb, actuary; Malcolm Adam, assistant 
to the supervisor, and E. Paul Huttinger, 
of the legal division. 

The committee in charge of the con- 
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52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 











THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 








Once a Policy- 
holder—Always 
a Prospect. 



































GEORGIA 


NOW OPEN 


District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
Also agents in smaller towns wanted by 


ROCKFORD LIFE INSURANCE COMPANY 


Write to 


Francis L. Brown, Secretary, Rockford, Illinois 


or to 


R. E. BEYSIEGEL, DISTRICT MANAGER, 
532 HURT BUILDING, ATLANTA, GEORGIA 
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A Half Century of Useful Service 
to the Public 





1875 1925 


CTOBER 13, 1925, marked the 

fiftieth milestone in our jour- 
ney to increasing service and ac- 
complishments. 

We look back over the road we 
have traveled in grateful remem- 
brance that the early experiences 
oon instilled John Fairheld 
pioneers, ins 
Dryden, the late ident and 
founder, and his little band of 
steadfast associates with that 
faith which alone can move moun- 
tains, and which gave them an 
ever widening vision of the oppor- 
tunities of tomorrow. 

The hopes and aims of years 
have been fulfilled. Today the 
name Prudential is well and fa- 
vorably known not only through- 
out its field of operations, but its 
reputation for promptness 
fair dealing has reached even to 
the far flung corners of the civil- 


ized world. 
We look forward to ever in- 
creasing and in the 


years to come, as in the past, shall 
earnestly devote ourselves to the 
pursuance of a business which 
ranks with the highest profes- 
sions, and exemplifies the true 
spirit of humanity, supplying pro- 
tection and comfort to widows 
and orphans, and easing the bur- 
dens of the aged. 


“Pleas’d to look forward, pleas’d 
to look behind 

And count each birthday with a 
grateful mind.” 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 











MUTUAL LIFE 


LL” GLOBE INSURANCE COMPANY 
of CHICAGO, ILL. 


Assets - - - - - = = = $1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1,050,000.00 
The highest grade of service to policyholders and 
representatives 


It Is the Last Word in 
SERVICE 


Pose Barry Dietz, President 














T. F. Barry, Founder 


The GLOBE weekly news mailed to you every week by 
request without charge. 











vention arrangements and program con- 
sisted of Joseph F. Grant, general agent 
for the company at Seattle; Seth B. 
Thompson, Portland; J. T. O’Brien, 
Spokane, and Robert T. Shipley, Bill- 
ings, Mont. 

More than 100 representatives from 
western states were on hand when 
the convention opened. Vice-President 
Kingsley presided and was welcomed by 
Walter F. Meier, of Seattle. Mr. Kings- 
ley was presented with a gavel bearing a 
welcome inscription written in the Chi- 
nese language. 

The three business sessions were held 
in the mornings, the afternoons being 
given over to social activities. The dele- 
gates were guests of the Seattle Life Un- 
derwriters the second day. A ball at 
the Olympic wound up the three-day 
conference. A number of Seattle policy- 
holders attended the sessions. 


Oppose California Inheritance Tax 


Considerable opposition to the Cali- 
fornia state inheritance tax was ex- 
pressed at the Fresno convention of the 
California Real Estate Association last 
week. Both William M. Garland of 
Los Angeles, past president of the Na- 
tional Association of Real _ Estate 
Boards, and Dr. Milbank Johnson, also 
of Los Angeles, president of the Cali- 
fornia Taxation Improvement Associa- 
tion and assistant medical director of 
the Pacific Mutual Life, opposed the 
tax. 

“You'll get further ahead by taxing 
a live man when you need money,” 
declared Mr. Garland, “and every time 
you wait for a man to die to get more 


money into the coffers of the state, 
you hurt the state just that much 
more.” 


Dr. Johnson asserted that with the 
state in need of so much extra capital, 
the inheritance tax and estate tax pre- 
vent the ingress of extra capital. The 
state controller defended the inheritance 
tax. 





Pacific Northwest Prosperous 


Reports from the Pacific Northwest 
indicate that this is one of the most 
prosperous sections of the country. Its 
mineral and agricultural products of 
varied nature are demanding good 
prices, and there is activity throughout 
the Pacific coast. The fruit growers of 
California are enjoying a prosperous 
year, and the indications are that the 
apple growers of Washington and Ore- 
gon and the potato growers of Idaho, 





Utah and other inter-mountain 


p . : States 
will enjoy a splendid season. 





Denver University Lectures 


Classes in the functions of life insur. 
ance have been opened at the Univer. 
sity of Denver School of Commerce jp 
line with the new policy of the school 
in holding evening classes on subjects 
formerly taught in the special school of 
life insurance salesmanship. The change 
has been made to open the courses to 
all insurance men and others who 
would be unable to attend in the day- 
time. 

This series of lectures is designed for 
men and women in all walks of life. 
Many persons actually carrying insur- 
ance bought it blindly, relying upon the 
judgment of another as to “what kind” 
and “how much” and “why” they 
should buy. The members of this class 
in insurance will be able to answer 
these questions for themselves. The 
course will be given by Louis H. Baine. 





Quigley Western Champion 


A. J. Quigley, former president of the 
Seattle Life Underwriters Association, 
wrote more insurance in the territory 
west of the Mississippi in the last year 
than any other agent of the Connecticut 
Mutual Life. Mr. Quigley was one of 
the principal speakers at the convention 
of the company at Colorado Springs. 





Oregon Life’s Gain 


The Oregon Life experienced a gain 
of 59 percent in the volume of business 
this September over the corresponding 
month of 1924. Indications are that the 
total gain for 1925 over 1924 will be 
about 40 percent. 


Beckley Made Agency Manager 


R. M. Beckley has been named agency 
manager for the Western States Life 
of San Francisco in charge of all of its 
agency plants. He was formerly in par- 
tial charge of the work but now as- 
sumes all of the agency duties formerly 
cared for by H. J. eee sadly retired 
president. Mr. Beckley has been al- 
most constantly with the Western 
States Life since its organization 15 
years ago, except for a short period 
when he served in the war and visited 
other sections of the country. He is 
at present enjoying a vacation in north- 
ern California and will later attend the 
annual conference of the Life Agency 
Officers Association at Chicago. 











IN THE ACCIDENT AND HEALTH FIELD 














WAS LIABLE FROM BEGINNING 





Condition Leading to Total Disability 
Existed After Accident Though In- 
sured Tried to Work 





Accident policy held to cover “spate” 
or late apoplexy caused by concussion of 
brain. In Booth vs. U. S. F. & G., Su- 
preme Court of New Jersey, 130 Atl. 
131, the company issued an accident 
policy which covered injury to the in- 
sured which wholly disabled and pre- 
vented him from performing the duties 
of his occupation. The policy also con- 
tained a provision for payment if the 
insured became partially disabled. 

The insured was employed as a ship 
surveyor and inspector and while so en- 
gaged fell, striking his head and chin. 
Following this the insured suffered from 
dizziness, headache, and blurred vision. 
His faculties became impaired to such 
an extent that he could not carry an 
association of ideas long enough to read 
a telegram. While in this condition the 
insured attempted to follow his usual 
occupation, and finally had a total break- 
down, suffered a complete paralysis of 
the right side and was from that date 
totally disabled. 


Given Full Compensation 
The company took the position that it 





should not be liable for total disability 


from the date of the accident, but only 
from the date insured became paralyzed. 
In reviewing the record and holding that 
the insured was entitled to full com- 
pensation from the date of the accident 
the court said: 

“It is agreed that plaintiff had a typ- 
ical right hemiplegia, accompanied by 
aphasia, caused by a lesion in the left 
internal capsule of the brain; that the 
affected vision, loss of memory, and lack 
of co-ordination, as evidenced in plain- 
tiff’s handwriting, are symptoms of brain 
disorder; that his condition was due to 
hemorrhage or thrombosis; that plain- 
tiff’s condition is known as ‘spate’ of 
late apoplexy, and is caused by a con- 
cussion of the brain, the result of a fall 
or a blow. * * * 


Disability Continuous and Total 


“In view of the nature of the contrat! 
and the object sought, it is a fair an 
reasonable construction to hold that, 
where the injury is such that the results 
continue from the date of accident and 
wholly incapacitate the assured within 
such time as is required for the process¢s 
of nature to bring about such total dis@- 
bility, there is. a continuous and_total 
disability from the date of the accident. 
It is admitted in this cause that the com 
dition which resulted in paralysis June 
20 was present immediately followimg 
the accident. : 

“To say that it did not wholly disable 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


Chicago, Illinois 


Assets over $725,000.00 
Unassigned funds over $350,000.00 


Top Ist year and Renewal Commissions 
for Brokers’ Business 


Any amount up to $100,000.00 


No Color Line. Same Rated for All 
Male and Female 


Standard and Substandard Business Accepted 
Service you can depend upon 


$2,000.00 Non-medical to age 50 


Home Office—1400 W. Washington Blvd. 
Agency Office—108 S. La Salle St. 


ALFRED CLOVER, President 















Central States Life 


Insurance Company 
St. Louis, Mo. 





















General Agency Openings in 


ILLINOIS FLORIDA 
MISSOURI SOUTH, DAKOTA 


All Ages up to 65. 

Participating and Non-Participating. 
Standard and Sub-Standard. 
Disability and Double Indemnity. 





ASSETS: $6,500,000 
INSURANCE IN FORCE $65,000,000 









































Ohio 





- Indiana - Illinois - Missouri 


Can you sell life insurance? Do you think you can? 

The Peoples Life has policies which you can sell and it has an attrac- 
tive agency contract. But more than that it is made up of men with 
whom you will enjoy working. They are men like yourself who 
have been through the mill. They know just what service is, and 
what things are needed to enable you to sell the maximum of life 
insurance. 


If you are a life man.not presently attached or if you are thinking of 
life insurance selling, you will want to know just what the Peoples 
Life has to offer before making a definite connection anywhere. 


The Peoples Life is not a tremendously large company. But it is a 
growing one—one in which there are countless opportunities for you 
to advance yourself. Write E. J. Cotter today for an appointment. 
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MICHIGAN 


already has millions of Midland Mutual 
Life Insurance in force, but we want real 
producers and organizers in the cities 


named below. 


A definite income and 


commissions will enable you to build a 
business for yourself with a Company of 
high ideals, purely participating, low net 
premiums and a wide range of contracts 


including sub-standard. 


Battle Creek 
Bay City 
Benton Harbor 
Flint 

Grand Rapids 


Write right now to 


Jackson 
Lansing 
Muskegon 
Port Huron 
Saginaw 


J. A. Hawkins, Manager of Agencies 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its Pro mises’’ 


OVER TEN AND A HALF MILLIONS OF 
HIGH-GRADE ASSETS 
OVER SEVENTY-TWO MILLIONS OF 
HIGH-GRADE BUSINESS IN FORCE 

















The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of death or permanent total disability of the 
father, who is the beneficiary. Agents are enthusiastic over its 
wonderful selling features. If you are interested, write for 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


. R. RAILEY, Manager 
outhwestern Department 
401-2 Mercantile Bank Bldg., 


E. L. BLACK, State Manager 
P. O. Box 148 
Little Rock, Arkansas 


W. H. SAVAGE, Vice-President 
Angeles, 


Los 


California 











and prevent the insured from the date 
of the accident from performing his 
duties, because he endeavored to per- 
form them, is to put a strained and un- 
fair interpretation upon the term used, 
and to do violence to the obvious pur- 
pose of the contract. The fact that 
Booth tried to work is not to be taken 
as conclusive evidence of his ability to 
do so. I conclude, therefore, that plain- 
tiff is entitled to recover full compensa- 
tion under the terms of his contract of 
insurance.” 


EFFECT FELT ON ALL LINES 


Accident and Health Men Find Inflated 
Values Necessitate Careful Selec- 
tion of Florida Business 


The inflation of Florida real estate 
values and also of salaries, wages and 
living costs, has made its effect felt for 
some time upon the life insurance busi- 
ness, but the accident and health lines 
as well are now beginning to feel the 
result of these abnormal conditions. 
Southern companies writing accident 
and health find that it is imperative to 
use great care in underwriting all busi- 
ness in Florida with special respect 
being given to the earnings of the 
applicant. It has been found that an 
applicant may be entitled to a certain 
amount of indemnity today, yet the 
amount of his policy in proportion to 
his income in the next two or three 
years may be entirely out of line. 

Thousands of persons from other 
states are migrating to Florida and 
many of them are being written for 
accident and health policies covering 
them up to approximately 80 percent 
of their salary income. 


May Have Bad Result 


In such case a man may become in- 
jured or contract a sickness and will 
be under the temptation to malinger for 
a considerable period, especially if the 
deflation of values takes place in the 
meantime. A case was recently brought 
to the attention of one of the large 
accident and sickness underwriters of 
the south where a young man in his 
early twenties was employed as assist- 
ant cashier of a small bank at an an- 
nual salary of $5,000. 

Another case came to their attention 
where a soda dispenser in a drug store 
was earning $60 a week. They found 
it almost impossible to correctly calcu- 
late insurance on these salaries to any 
great extent. Good underwriting on 
the larger policies will probably demand 
some past history of the applicant, 
especially to ascertain whether his scale 
of living at his salary income has been 
in proportion to the salary that he is 
now making under inflated value. 

The Union Indemnity of New Or- 
learns declares that there are many 
angles from which this subject may be 
discussed, but the one conclusion which 
the officials of this company draw is 
that the potential hazard of over-insur- 
ance is of great importance and every 
application that is received from Florida 
is carefully scanned for any over- 
writing. 


OVERRULE FINE DISTINCTIONS 


Court Holds “Accidental Death” Is 
Covered by Provision for “Death 
by Accidental Means” 


In Carter vs. Standard Accident, Su- 
preme Court of Utah, 238 Pac. 259, the 
company issued an accident policy to 
Carter insuring him against death by 
accidental means. Carter was there- 
after found dead in his room at a hotel 
under circumstances which raised a 
doubt as to whether his death had been 
caused by accidental means or whether 
he had taken his life by taking an over- 
dose of laudanum. 

Upon the trial of the case a judgment 
was rendered in favor of the plaintiff, 
the beneficiary named in the policy, on 
a finding that death had been brought 
about through accidental means. On 
appeal the higher court in holding the 





evidence was sufficient to sustain the 
verdict, said: 

“The opinion of Drs. Beer and Estees 
was that he died from the fall. It was 
the opinion of Dr. Pinkerton that his 
death was caused by laudanum poison. 
ing. All of these facts, circumstances, 
and opinions were laid before the jury 
for them to make such deductions anq 
draw such inferences as the evidence 
warranted. Not only this, but the de. 
fendant was permitted to introduce jp 
its defence evidence, which, for reasons 
stated, we have not considered, tending 
to prove that Carter had a motive for 
taking his own life, and the instructions 
of the court permitted the jury to cop. 
sider such evidence. Notwithstanding 
all, the jury by its verdict found that 
his death was caused by accidental 
means, and we are of opinion that the 
evidence sustains the verdict. * * » 


Fine Distinctions Objectionable 


The company in addition took the 
position that since the policy insured 
against death by “accidental means” jt 
did not cover in any event the “acciden- 
tal death” of insured. In other words 
the company took the position that 
there was a difference between an acci- 
dental death and a death by accidental 
means. In disposing of this contention 
and in affirming a judgment in favor of 
the plaintiff the court said: 

“If an insured, at the time he applies 
for accident insurange, was made to 
understand that his right to recover 
would hinge upon such fine distinctions 
as the difference between “an acci- 
dental déath” and a death by “accidental 
means” he would probably conclude 
that the purchase of such a policy would 
be a hazardous investment and one 
which he ought not to make.” 


Equitable of Iowa Appointments 


The Equitable of Iowa has appointed 
H. Wallace agency manager at 
Omaha to succeed F. R. Miller, re- 
signed. Mr. Wallace has been associ- 
ated with the Equitable since 1918. 
From 1919 to 1924 he and his brother 
were general agents at Omaha. On the 
dissolution of the partnership, he was 
offered the agency alone, but declined. 
He has now accepted the appointment. 
O. H. Spencer has been appointed 
general agent for the new agency in 
Charleston, W. Va. Mr. Spencer has 
been supervisor of agents in the 
Charleston agency of the Equitable of 
New York for the past seven years. 


Growth of Negro Company 


The Supreme Life & Casualty of Cleve- 
land has moved into its new offices at 
2292 East 55th street. This is the first 
old line company organized by Negroes 
in the north. Since it began business in 
June, 1921, it has written more than 
$6,000,000 insurance. 


Has Christmas Contest 


The Employers Indemnity accident and 
health department is conducting a spe- 
cial Christmas club contest, running from 
Oct. 5 to Dec. 5, in which the choice of @ 
number of valuable prizes will be 
awarded to the agents qualifying in each 
of six classes, based on volume of pro- 
duction. Gift prizes will be awarded in 
proportion to production to every agent 
personally writing $50 of accident pre- 
miums or over during the contest period. 


Organizing New Company 
J. S. Love of Sherman, Tex., is one of 
the main factors in organizing a health 
and accident company at Sherman, Tex 


Buchanan General Agent 


J. E. S. Buchanan, general agent for 
the Aetna Life in Portland, Ore., has also 
been appointed general agent for the 
accident, health, life certificate, nom- 
cancellable and group disability business 
for Oregon and a few counties in Wash- 
ington. Bates, Lively & Pearson of that 
territory will have equal soliciting privi- 
leges with Mr. Buchanan for the accident 
and allied lines. 


L. ©. Clarke, superintendent. of thé 
Cincinnati office of the United States 
National Life & Casualty, entertaine® 
the members of his staff and their —_ 
lies at a banquet last week. Mr. Cus 
is building up a fine agency plant 
Cincinnati. 
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| Books, etc. Supplementing the “Unique Manvel. | 
Digest.” published annually in May at $3.50 and tke | 
“Little Gem” published annua'ly in April at $2.00. 

















TERM POLICIES WITH LOANS 





United Fidelity of Dallas Sells Con- 
tracts Through Bankers for 
Additional Collateral 





The United Fidelity Life of Dallas 
js now issuing a policy which is some- 
thing entirely new in that section of the 
country and which is believed to be in a 
class by itself in the United States. 

The new policy is designed to protect 
banks against loss on short time per- 
sonal loans and it is taking like wildfire 
among the bankers of Texas. 

The new policies are written in 
amounts of $50 to $950, all for a period 
of one year. They are made payable 
to the estate of a person borrowing 
money at the bank, and a clause in the 
policy assigns the coverage to the bank 
in case of death or total disability dur- 
ing the life of the policy before the loan 
is paid, any excess above the loan being 
paid to the estate. 

The policy carries a special clause 
which provides double indemnity in case 
of accidental death or total disability, 
loss of both eyes, etc. 

The policies are written without 
medical examination. The bank acts as 
agent for the company. 

The rates are somewhat higher than 
those for ordinary life insurance and 
considerably lower than those for indus- 
trial insurance. The commissions paid 


the bankers as agents are lower than 


on regular policies. 


The United Fidelity announces al- | 


ready some 100 banks are acting as 


agents for the new line of business. | 


These banks are requiring the policies 
on practically all loans and are having 


no trouble getting them. Of course, | 


the banks are taking the usual custom- 
aty collateral as well as the insurance 
policies, 

__As a general rule, the borrowers, even 
it taking a loan of but $50 from the 
bank, want a life insurance policy of 
$500 or better. 

The United Fidelity is putting a lot 
of new business on its books through 
the new policy. At the same time it 
is getting in touch with some good 
Prospects for more business. 


NOW WRITING NON-MEDICAL 





Pilot Life of North Carolina Enters 
That Field and Announces Rules 
for Such Business 





The Pilot Life of North Carolina has 
entered the non-medical field. The 
amount applied for may not exceed 
$2,000 on the non-medical basis, and 
no such application will be considered 
where the applicant has received from 
any company $2,000 insurance without 
medical examination within less than 
be other than term insurance or modi- 
hed premium life. No non-medical in- 
surance can be written in Mississippi 
on account of the laws, but that is the 
only state in the company’s territory 
with such requirements. All cases com- 


ing within the age, amount and plan | 


limitation must be presented first on the 
non-medical basis, but the company 


May require an examination if it deems 
advisable. 





Connecticut General 


an" Connecticut General has announced 
oa it will extend the privilege of in- 
ance without medical examination to 


Po piled 
pe Savings cases involving ten lives 
b ere instead of 20 or more, which has 


pa oar requirement in the past. The 
—" below which applicants for in- 
wal “. under the salary savings plan 
brad ot in general be required to pass 

edical examination has been raised 





one year. The plan applied for must | 





















LLINOIS LIFE INSURANCE CO 


ZMitece 











ee 
JAMES W. STEVENS, Founder 


CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 


greeting, my hope in the success of 
your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 


I am convinced that 


insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 


From the address of Carvin Cooripce at the 
Cerner Stone Laying Ceremonies, Iilinois 
Life Building, August §, 1922. 


Illinois Life Insurance Co. 


CHICAGO 


JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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Phoenix Mutual; George E. Ott, Equita- 
ble of New York; Everett Plummer, 
Berkshire Life; George F. Schilling, 
Union Central Life; C. B. and H. M. 
Taylor, Northwestern Mutual. 

Former President Clegg brought to 
the meeting a graphic account of the 
recent national convention at Kansas 
City, emphasizing the great value of the 
meetings on the subject of business in- 
surance and trust companies. He said 
the convention demonstrated more than 
anything else how the cooperation of 
life underwriters and the big trust com- 
panies of the country was fast being 
efected. “In Frank L. Jones,” he said, 
“life insurance has a national president 
of exceptional ability.” Mr. Clegg then 
announced that Philadelphia had been 
selected as the convention city for 1926. 


Pleads for More Study 


Allan D. Wallis, chairman of the as- 
sociation’s educational committee, made 
a plea for the men in the field to attend 
the special evening courses under Prof. 
Huebner, which will cover the economic 
concept of life insurance, appraisal of 
life values, relations of life insurance to 
the creation and maintenance of credit, 
surrender values and policy loans, sur- 
plus and dividends, relations of life in- 
surance to the settlement of estates, 
analysis of life insurance investments, 
life insurance and education and philan- 
thropy; group life, life income, annuities, 
total and permanent disability protec- 
tion, substandard life insurance. 

As main guest of the evening, M. 
Nelson Bond, general agent of the 
Travelers at Baltimore, took for his 
topic “Personal Organization,” in which 
he discussed means of accomplishing 
the mission of life insurance. 

x * * 

Minneapolis, Minn.—E, Paul Huttinger 
of the legal department of the Penn Mu- 
tual told the Minneapolis association, at 
its first fall meeting, Oct. 9, why life 
insurance is the most perfect instrument 
for administering the charges against an 
estate. 

Mr. Huttinger referred to a gift of 
$1,500,000 which a Minneapolis man had 
given to aid crippled children of the 
state. He explained how other benevo- 
lently inclined persons could do such a 
thing through life insurance which would 
provide the charity proposed. There 
would then be no chance of a contest by 
relatives as is often the case where 
charities are provided by will. 

Another speaker was Stewart Ander- 
son of the educational department of the 
Penn Mutual. 

J. Walker Godwin of the Minneapolis 
Penn Mutual office introduced the speak- 
ers. More than 100 were present, which 
was regarded as a most encouraging 
sign for the year’s activities of the asso- 
ciation. 

* x * 

Lincoln, Neb.—An evening meeting of 
the Lincoln life underwriters was de- 
voted to listening to reports upon the 
Kansas City national convention from 
Seven of the 15 members who attended, 
President Williams and Messrs. Dobbs, 
Palmer, Crook, Temple, Loughridge and 
Davis. The consensus was that the con- 
vention was better organized, that bet- 
ter material was presented and that 
there was more snap to the programs 
than at previous meetings. One delegate 
from Lincoln was so enthused of what 
he heard the first day that he turned 
around and came home so that he might 
at once put into his field work the sales 
talks he heard there. The National 
Underwriter's reports of the convention 
were commended for their fullness, infor- 
Mative character and their accuracy. 
These were the texts from which most 
of the delegates spoke. 
we association voted to invite Gurdon 

. Noble, general agent at Omaha of 
the New England Mutual, to make an 
address at 
7 arranged, and to hold evening meet- 

ngs hereafter when a proper program 
can be arranged. 

ee 2 

woltveland, 0.—Cleveland underwriters 
in Peaporded a rare treat at their meet- 
Clover a: when they were addressed by 
tendent S. Hastings of Boston, superin- 
Maten! Mes agencies of the New England 
Motes ife. Mr. Hastings depicted the 
rw lad life insurance in the United 
—, its incipiency and recived in 
leagin ar the magnificent part in it be- 
hailea to Elizur Wright, universally 

There; “The Father of Life Insurance.” 

* IS no more interesting story to 





the next meeting, if it can: 





the life underwriter than that of Elizur 
Wright and his almost super-human 
efforts in establishing the principle of 
protection of the policyholder, and Mr. 
Hastings’ long experience amid _ the 
fields where the early battles to establish 
modern types of policies took place, 
enables him to present this fascinating 
story known in detail to so few. 

At the close of his talk Mr. Hastings 
presented the association with a fac- 
simile copy of a life policy covering the 
life of Daniel Webster, written Sept. 20, 
1844, for $5,000; also a photograph of 
Elizur Wright, both of which are to be 
framed and hung in the association 
offices. 

A book on the history of American life 
insurance is now being prepared by Mr. 
Hastings, which he expects to have 
ready for publication within the next 
year or two. 

ee oe 

Denver, Colo—William A. Searle, as- 
sistant to the president of the National 
association, was entertained by the Colo- 


rado association at a luncheon at which | 


President Isidore Samuels of the state 
association presided. The luncheon was 
attended by 75 life insurance men. 

Mr. Searle arrived in Denver from Kan- 
sas City, following the close of the na- 
tional convention there. He spent a day 
at Colorado Springs and returned to 
Denver before leaving for the east. 

+ 

Chicago—The next meeting of the Chi- 
cago association will be held Tuesday, 
Oct. 27, at the Sherman hotel. Harry 


McNamer, Chicago, Equitable of New 











York, will be the principal speaker. His 
subject will be “A Check Every Month.” 

Election of officers will also be held 
at this meeting. The constitution and 
by-laws of the organization will be re- 
vised at this time. It is also understood 
that this association is to be incor- 
porated. 

Clinton F, Criswell, who is now acting 
in the capacity of secretary, will no 
doubt be appointed secretary and busi- 
ness manager. Arrangements are being 
made for the opening of an office for 
Mr. Criswell abgut Nov. 1. 

x x * 

Springfield, Ill.—The Springfield asso- 
ciation opened its fall and winter meet- 
ings last week with a banquet, attended 
by 30 members, who heard reports of the 
Kansas City convention and discussed 
their winter plans. A. L. Whadcock, 
manager of the Metropolitan Life and 
president of the association, presided. 
Reports of the Kansas City meeting were 
given by Fred M. Walker, Leon J. Sene- 
sac, C. H. Straub and Frank T. Kuhl. 

: 2 

Lansing, Méch.—Work of the National 
Association was explained last week to 
Lansing life underwriters by William A. 
Searle, assistant to the president of the 
national body. Mr. Searle declared local 
associations to be now in the third stage 
of their development, the first having 
been the inculcation of a life insurance 
code of ethics; the second, education of 
agents, and the third being institutional 
publicity whereby the general public is 
being informed of the merits of life in- 
surance. He also sketched the ideal form 


for a local association meeting. He de- 
clared that three points characterize a 
strong local association—a spirit of 
democracy among the membership with 
participation by all members in all asso- 
ciation activities, a definite program and 
an adequate financial budget. 

George E. Donnell, president of the 
Lansing association, announced the ap- 
pointment of program and grievance 
committees, headed by 8S. V. Kiem and 
J. Arthur Pino, respectively, chairmen, 

x * 
| Reekford, IlL—Thirty members of the 
| Rockford association heard C. F. Cris- 
well, secretary of the Chicago organiza- 
tion, and John H. Camlin, president of 
the Illinois Chamber of Commerce, detall 
plans for the organization of the Illinois 
Association of Life Underwriters and 
have given enthusiastic approval to the 
plan. The Rockford group has announced 
it will send a delegate to Chicago when 
the organization meeting is called. 
x* * * 

Seattle, Wash—Members of the Seattle 
association, at their regular monthly 
meeting, were addressed by Nathan Ek- 
stein, chairman of the Community Fund; 
William H. Kingsley, vice-president of 
the Penn Mutual Life; E. Paul Huttinger 
and Stewart Anderson, also of the Penn 





Mutual. 
SS. £6 

Los Angeles, Cal.—The regular monthly 
dinner-meeting of the Los Angeles asso- 
clation Thursday evening was devoted 
principally to a discussion of tke pro- 
ceedings of the Kansas City convention 
lof the National Association. President 
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Perhaps the most comprehensive field 
development program in existence today. 
* One phase is described in this advertise- 


“When is a Prospect?” 


AVE you ever had the full force of your presentation dampened and 
made ineffective by the suspicion that your man was not a good pros- 
Or have you, perhaps, devoted an hour or two of intense 
effort to a man—only to find that he is impossible physically, morally or 


The agent working under the American Central Plan does not have this expe- 
rience because he operates with the Surveyed Prospect Card. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 
Details of the American Central Plan and our methods 


of operation will be given gladly to anyone interested in considering a connec- 


ty ». 
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Charles E. Brent, who attended that 
meeting as the official delegate repre- 
senting the Los Angeles association, told 
the story of what was said and done. He 
states that in his 22 years of experience 
it was the most practical and valuable 
convention he ever attended. The creed 
which was adopted at the September 
meeting by the Los Angeles association 
Was unanimously adopted by the Na- 
tional Association at the Kansas City 
convention, 
x * * 

New York—Frank L. Jones, newly 
elected president of the National Asso- 
ciation of Life Underwriters, was given 
a cordial reception at the first fall meet- 
ing of the New York association Tuesday 
evening. He made a strong address tfg- 
ing the local body to cordially cooper- 
ate with the work of the National or- 
ganization. At the December meeting 
of the New York association, a specially 
appointed committee will report on the 
question of increased dues for the new 
year, in order more intensively to carry 
out the working program of the organi- 
zation. 

In addition to Mr. Jones, special guests 
at this week’s meeting included Leigh 
Cruess, assistant actuary Home Life; 
Thomas E. Lovejoy, président, and John 
F. Roche, vice-president Manhattan Life; 
William J. Graham, vice-president 
Equitable Life; Henry L. Rosenfeld, 
Charles A. Foehl, general agent of the 
Prudential, and Theodore F. Keer, presi- 
dent of the Newark association. Speak- 
ers of the evening included James Elton 
Bragg, vice-president Manhattan Life, 
who spoke on “Meeting Competition,” 
and John H. Scott, general agent Home 
Life, whose subject treated of “Father 
and Son Insurance.” 


BIG MEETING BEING 
HELD IN LOUISVILLE 


(CONTINUED FROM PAGE 3) 
safely be written annually—is a question 
usually of executive policy. Acquisition 
costs should be carefully watched, the 
speaker pointed out. 

Declaring that insurance had its in- 
ception in the spirit of unselfishness 
rather than in an expectation of profit, 
E. W. Randall, president of the Minne- 
sota Mutual Life, pointed out that 
through life insurance a man could not 
only protect himself and his family in 
his old age but could make it a cer- 
tainty that his work would be continued 
after he was dead. 

Mr. Randall also showed the possi- 
bilities opened by life insurance when 
such institutions as colleges and other 
educational and charitable organizations 
could be made the beneficiary of a 
policy. The speaker told how the New 
England life insurance companies, who 
were the pioneers in the field, were built 
around the spirit of cooperation and 
fellow preservation which held forth 
among the New England settlers. 


Problems of Young Company 


“The young life company is con- 
fronted with innumerable problems,” de- 
clared Ernest M. Blehl, actuary of the 
Philadelphia Life, “and upon the solu- 
tion of these problems depends the suc- 
cess of the company. 

“Standards of selection are changing 
rapidly and many sources of information 
must be availed of when a risk is being 
passed upon. The numerical system of 
rating has helped the younger companies 
in solving many of their underwriting 
problems which have been increased by 
group and non-medical plans of writing 
insurance. 

“New developments bring new prob- 
lems, and new methods must be devised 
to meet them. The office record is also 
a-problem to the younger companies. 
They have great need for experts in 
many lines of business. Their problems 
vary, but their proper administration de- 
mands a high degree of skill and 
fidelity.” 

“As @ stream cannot rise ‘above its 
source, so the character of a life insur- 
ance company cannot rise above the 
character of the management,” declared 
John C. Hill, president of the Standard 
Life, who was the first speaker Thurs- 
day. “One who is elected a director or 
an officer of a life insurance company 
becomes a marked and selected man. 
Life insurance management calls for 





character and skill of the highest order 
in all. of its departments—investment 
agency, accounting, actuarial, medical, 
publicity, etc. ' 

“The primary requisite for a well man. 
aged life insurance company is a force 
of salesmen or agents who are men of 
character and responsibility. The des. 
tinies of the business to a large extent 
are in the actuarial hands. The high 
character of the medical director of the 
life companies of America is an indica. 
tion of the high standard which the busj- 
ness has attained. Following the im- 
portant actuarial, medical and agency 
work through which business of good 
character is placed on its books, the 
company must so invest the money de. 
posited with it as premiums to fully 
carry out the provisions of the contract 
made with the policyholder. 


Urges Thought on Subject 


_ “All that can be said concerning the 
imperative need of character in the 
agents, actuarial, medical and _invest- 
ment departments of life insurance man- 
agement can also be said concerning the 
accounting, publicity and other depart- 
ments. 

“The interest of the young companies 

which make up part of this convention 
demand that this convention should at 
all times appraise the value of character 
and management of life companies. This 
business must continue to have the 
confidence and respect of the public.” 
_ “The modern inspection report is an 
important factor in the selection and 
classification of risks,” declared John M. 
Laird, secretary of the Connecticut Gen- 
eral. “The prospect answers questions; 
the agent submits the application with 
comments; the doctor reports the result 
of the examination; then the inspector 
gives a cross-section of the man’s life 
as seen by his neighbors and business 
associates. 

“This not only checks the findings of 
the agent and the doctor but often 
throws additional light on the accepta- 
bility of the risk. The reliability of this 
method has improved greatly of late. 
It aids not only in selection but also in 
building a better agency force.” 


Applying Business Principles 


“Applying Business Principles to 
Agency Building” was the topic taken 
by Clarence E. Linz, vice-president and 
treasurer of the Southland Life of 
Dallas, who told the Convention about 
the plan employed by that company. 
The subject of advances to agents was 
the first connection in which Mr. Linz 
attempted to apply the fundamentals of 
other business lines. The result was 
that cash advances were discontinued to 
men not under contract. 

“We met numerous objections on the 
part of our agents, but most of them 
were easily overcome. Under the new 
plan we also undertook the task of con- 
vincing the agents that the paying o! 
the net in cash with each application 
was the best policy to follow. Before 
adopting this system the agent ire 
quently took a note for the entire pre 
mium, hoping to borrow on it from the 
company. Now the agent gets his net 
in cash and at the end of the year owes 
the company nothing. Frequently tt 
happens that a man on being urged to 
pay sufficient amount to enable the 
agent to pay the net in cash, will pay 
the entire premium as well, thereby Te? 
dering the collection of the agent many 
times as good as under the old system. 
We did not lose a single agent in this 
transition from a credit to a cash basis. 

Other speakers Thursday were F. B. 
Mead of the Lincoln National Life, 
“Life Insurance Without Examination, 
and John W. O’Leary of Chicago, pres 
dent of the Chamber of Commerce 
the United States. Robert J. Merrill of 
the United Life & Accident will be the 
only speaker Friday. , 

The Junior Association composed 
the younger officers of the America® 
Life Convention companies had : 
luncheon Wednesday noon. preside 
over by J. W. Stevens II, Illinois Lite 
President George Graham and Secre- 
tary T. W. Blackburn of the parent 
organization spoke. 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


29 South La Salle Street, Chicago 








H. NITCHIE 
° ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St 
Telephone State 4992 . . CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
red. The Law of Insurance a 


ialty. 
Colcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance Publicity 


ARRETT N. COATES 


CONSULTING 
ACTUARY 


54 Pine Street . . San Francisco 








E L. MARSHALL 
e 


CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 

















MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Expe- 
rience, Low Cost, a Splendid 
Record for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 











A PROFITABLE PARTNERSHIP 
exists between this Company and _ its 
agents. The Head Office furnishes a lead 
service which permits agents to inter- 
view prospects known to be interested. A 
steady, healthy growth in the Company’s 
business is reflected in the increased earn- 
=— of its agents. 
idelity is a low net-cost goupeny op- 
Full level_ net 
Three Hun- 
force—and 


erating in forty states. 
remium réserve basis. 
red_ Million 
growing rapidly. j 
few agency openings for the right 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 


f Over 
insurance in 


secretaries and other employes of our 
office whose proper function is to fur- 
nish such details. I do not carry a 
rate book and really do not inform my- 
self in this matter of figures and actu- 
arial data, so that I am telling the 
prospect the truth. 

I tried dealing with figures and data 
for years and nearly starved to death 
doing it. 

If a man needs our proposition, the 
cost of it doesn’t matter and if he does 
not need it he would not take it at any 
price. 


Sell the Prospect 2 
Definite Idea 


3. Sell the prospect a definite idea 
and it.won’t be necessary to discuss 
figures. Strive to talk in terms that he 
can understand and fall in, so far as 
possible, with his customary manner of 
thinking. 

Let us believe firmly that life insur- 
ance is property—that life insurance is 
a financial institution capable of serving 
our prospect in a definite and valuable 
way, that it can be valuable to him just 
as his bank is. 

Every man we come in contact with 
has his financial problems. If we can 
get him to state them we will be able 
to show him how life insurance can 
serve to solve these problems. 

4. It is important whatever the 
agent says in an interview shall be 
brief, clear, logical and concise. Why 
should we take 30 minutes to say a 
thing that could be said in one minute? 

This means intensive thinking about 
a man and his problems in preparing 
the case. It means we must train our- 
selves to think clearly and logically. If 
the agent cannot organize his thinking 
processes logically, how can he hope to 
present a convincing case? 


Agent Must Burn a Lot 
of Midnight Oil 


Clear away petty details in your 
talking. The bigger the man, the less 
he will want to discuss details. When 
I get into detail, I am lost. Of course, 
when the idea has been sold the client 
will want details, but it does not pay 
to get into them before. 

Of course, these matters of selling the 
prospect a definite idea, never making 
statements with which he can disagree, 
and of being logical, clear, convincing 
and avoiding details means that the 
agent must burn a lot of midnight oil 
getting all the flaws out of his funda- 
mental ideas. 

When presented, the idea should be 
human as well as clear. It should fit 
in absolutely with the prospect’s ways 
of thinking. 

I usually carry a brief memorandum 
of the points I want to talk about, and 
I don’t hesitate to check them off as 
I go along with the client. 

Personally, I do not use the written 
presentation—I have a feeling that for 
myself it is a better and more powerful 
method to give the prospect my ideas 
verbally. 


Picks Out Type of 
Man He Can Sell 


5. Be sure that your prospects are 
the type of men you should sell to. 
This means careful selection or elimina- 
tion. 

Most of us are afraid to eliminate 
prospects and we all call on men we 
should never see. Yet if we can intel- 
ligently eliminate from whatever list of 
prospects we may have every man that 
is not exactly the type we can person- 
ally do business with, the result will be 
time saved and a higher percentage of 
sales to interviews. 

The particular type of man that I per- 
sonally find easiest to sell is the man 
with a family, whose income is larger 
than he is spending and who is more- 
over the creative, building type of man 
—not the man who has _ inherited 
wealth, as a rule. I want as a prospect 
the man who has courage, vision and 
strong convictions. When I am con- 
vinced that my prospect is this type of 
man, I don’t want any other detail. 

Analyze your own reactions to and 











on men of different types. Decide what 


| home in the evening. 





types of men you can have the most 
success with and then eliminate all oth- 
ers. 


Interviews Most Successful 
After 5 O’Clock 


6. The time and place of. the inter- 
view are important. . I like to talk with 
a man when he can relax. In fact, I 
will not talk with a man when his mind 
is occupied with other matters. 

My most successful interviews are at 
a prospect’s office after five o'clock, or 
perhaps Saturday afternoon, or at his 
The luncheon 
table is of course valuable to the insur- 
ance salesman. 

7. Never use deception or subterfuge 
to get an interview, or in making the 
sale. It pays to be straightforward and 
honest. 

To be successful, the insurance sales- 
man must command the same confi- 
dence and respect of a client as the cli- 
ent’s lawyer or physician does. To get 
this confidence, the salesman must con- 
vince the client of his honesty and sin- 
cerity. 

Have confidence in yourself and con- 
sider yourself as the personal insurance 
representative of your clients. Get the 
prospect to feel that you are capable of 
acting in that capacity and the game is 
won, 


Prospects From Clients 
but Never Asks for Names 


8. The best source of prospects is 
through satisfied clients. That is trite 
but everlastingly true. Most of my 
prospects come through clients and, 
whenever possible, I try to go to a man 
with a card of introduction from his 
friend. 

Yet I would never think of asking a 
client for names of prospects. ou 
don’t have to. If you give the clients 
you have sufficient service and make 
them sufficiently appreciative of your 
service and your ability, they will give 
you leads and prospects almost without 
being conscious of the fact. 

9. When presenting facts you want 
your client to agree with, don’t give 
them as your ideas. It is just as easy 
to say that big business men have told 
you that the average business man 
makes his money in his own business 
and loses it in outside investment as it 
is to present this thought as something 
you positively know, and you'll find 
your prospect far more likely to agree 
with the assertion. 


ACTOR PRAISES INSURANCE 


Eddie Cantor Tells Equitable of New 
York Agents Value of Enforced 
Thrift Plan 


CLEVELAND, O., Oct. 14.—Eddie 
Cantor, famous actor, has recently been 
playing in Cleveland and as he is a 
good friend of Fred Joseph of the 
Cleveland agency of the Equitable of 
New York, the latter succeeded in writ- 
ing him for a policy and also persuaded 
him to address the Monday agency 
meeting on the subject of thrift. Mr. 
Cantor states that he believes consid- 
erably over 60 percent of all actors 
would not be saving money if it were 
not for life insurance. The compulsory 
nature of this investment obligates them 
to save something each year. He fur- 
ther stated that an actor could do much 
better work in his profession if free 
from financial worries, and said: “Do 
get after the people in my profession; 
they need more life insurance.” That 
Mr. Cantor is a firm believer in life 
insurance is indicated by the fact that 
he is carying $240,000 at present. He 
is considered one of the most prosper- 
ous actors in the country, and in addi- 
tion to his life insurance, further prac- 


tices thrift by turning over all of his |, 


surplus oa to the president of one 
of the New York trust companies for 
investment. 


Covered by Group Policy 
The four employes of the Laclede 
Gas Light Company who were killed 





by the explosion which wrecked th 
headquarters of the company in & 
Louis, Oct. 8, were protected by group 
insurance placed with the Missouri Stat. 
Life. The amounts paid were $59 
$600, $1,200 and $1,300, being governej 
by the length of employment of. th 
worker. 


Western States Operating 


The Western States of Clayton, Mo, 
is now doing business with capital oj 
$25,000, of which $5,000 is paid in cash 
with $5,000 surplus. It is reported tha 
the promotion expenses were 20 per. 
cent. The policy orms of the company 
include ordinary life, endowment at §;, 
20-pay life, 20-year endowment, 20-year 
endowment with premium return and 
child’s endowment. The company op. 
erates on a_ strictly nonparticipating 
basis, and employs the American expe- 
rience table with 3% percent interest, 
Disability with premium waiver and 
monthly income and double indemnity 
are written. The company expects to 
write health and accident business also 


Opens Radio Station 


The National Life & Accident of 
Nashville, Tenn., gave its opening pro- 
gram on its broadcasting station WSM 
last week. The station’s initials stand 
for “We Shield Millions.” Jack Keefe, 
the only living personification of Ring 
Lardner’s famous character, made his 
debut to the radio world as announcer 
at the dedication. Mr. Keefe is a popu 
lar and versatile entertainer of Nash. 
ville, and has had a varied experience 
The National Life & Accident station 
operates on a wave length of 2828 
meters. 





OFFICE MANAGER OR ACCOUNTANT 


Young man of wide experience, able to 
handle all home office clerical departments, 
wants position as department or office 
manager of life insurance company. 
Address P-63 
Care The National Underwriter. 














AGENTS 
who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have considera- 
tion. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
Portland, Maine 














Stephen M. Babbit 
President 


Hutchinson, Kansas 
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